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The POINTER 
Specialized Range 


THE LOWEST PRICED RANGE 
OF THIS HIGH QUALITY 
ON THE MARKET 


WE specialize in making only one 

size and style of range. This 
standardized, systemized method of 
manufacturing cuts down overhead 
costs and speeds up production. This 
allows us to use better quality material, 
employ better workmen and yet give 
you a good part of this saving in the 
form of lower price. 








Selling Pointers / 


Gres dealers have found these few simple 
selling pointers mighty handy in creating 
good stove business. You'll find them helpful too. 


J. Sell a range that most housewives want—a neat, 
convenient size, high quality, good baking range. 


2. Avoid over-trimmed ranges—they are hard to keep 
clean and all unnecessary parts are not wanted by 
the user. 


3. Handle a range that has practical, necessary up-to- 
date features of construction and a reputation for 
easy firing and durability. 


4. Sell a range that meets these requirements and yet sells 
al a reasonable price—a price that seems impossible 
for the high quality offered. 


EALERS who have followed these selling 

hints had trouble with suggestion No. 4 
until they studied the Pointer Range in detail 
and in price—now they are Selling Pointers. 


Write today for full particulars, 
catalog and agency information 


GOHMANN BROTHERS 
AND KAHLER 


New Albany, Indiana 














$2.00 Per Year. 
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OW you are able to get Standing Seam 

Horse Head Zinc Roofing. It is 

shipped in casks complete with nails, 

clips and instruction sheets. Each 
cask is sufficient to cover one square. 

Zinc roofs endure. They do not rust. They 
need no protective coatings. They will not 
leak. 

If your regular jobber cannot supply you, 
write us direct. 





The New Jersey Zinc Company 


Eftablished 1848 
160 Front Street, New York City 


cHicacoao-: PITTSBURGH SAN FRANCISCO « CLEVELAND 


Mineral Point Zinc Company - The NewJersey Zinc Sales Co. 





The world’s Standard for zine products 

















Founded 1880 by Daniel Stern 
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the Hardware, Stove, 
Sheet Metal, and 
WarmAirHeatingand 
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Address all communications 
and remittances to 
AMERICAN ARTISAN 
AND 
HARDWARE RECORD 
620 South Michigan Avenue 
CHICAGO, ILLINOIS 





PUBLISHED EVERY SATURDAY BY THE ESTATE OF DANIEL STERN 





Eastern Representatives: 


C. C. Blodgett and W. C. White, 1478 Broadway, New York City 





Yearly Subscription Price: United States $2.00: Canada $3.00: Toreign $4.00 





Entered as Second-Class Matter June 25, 1885 at the Post Office at Chicago, Illinois, under Act of March 3rd, 18"” 
Copyright, 1923, by the Estate of Daniel Stern 








Vol. 86. No. 21 


CHICAGO, NOVEMBER 24, 1923. 


$2.00 Per Year. 











$50.00 OR $10. 00 PROFIT— 


On pages 18 and 19 of our November 17th 
issue we related the experience of a furnace 
installer who secured a warm air furnace in- 
stallation contract amounting to $1,595.09, 
which yielded him a net profit of about $140.00 
plus $75.00 for “engineer’s services.” 

Last week we met a Chicago installer who 
had the idea that it was good business to take 
a lot of low priced furnace jobs on the basis 
of $10.00 profit. 

A salesman from a manufacturer who spe- 
cializes on high grade furnaces, called on this 
man last summer and induced him to take on 
his line. 

So far this fall this installer has sold and 
installed over forty of these furnaces on 
which his net profit has averaged over fifty 
dollars a piece. 

He is no longer worrying about “the other 
fellow” underbidding him. He knows that 
where quality counts there is no “other fel- 
low” for him. 

And the reason for this attitude is that he 
has learned thoroughly this important fact: 

“That in selling a furnace installation he is 
not selling so many pounds of cast iron or 


steel plate and so many feet of pipe. 
“That what he is selling is not a furnace 


with a number of wall stacks, registers and 
cold and warm air pipes, but the performance 
of all these items combined— 

“That there is just as much difference be- 
tween a cheaply installed furnace and a real 
warm air heating plant as there is between a 
tin Lizzie and a Cadillac— 


‘WHICH: DO YOU WANT? 


“And that, therefore, there is no basis of 
comparison between what he is selling and 
what ‘the other fellow’ is trying to sell.” 

Of course, there are a lot of tin Lizzies sold 
and there probably always will be. 

But that is no reason why the installer who 
really knows how to do good work should 
worry. There are plenty of places where he 
can sell his good work, and where he will 
stand practically alone. 

And just as many who have bought tin Liz- 
zies graduate into buyers and users of higher 
grade automobiles, so can many of those 
who have been sufferers from cheaply and 
therefore, poorly installed furnaces be in- 
duced to buy and pay a fair price for better 
grades of furnaces, properly installed. 

Whether you, Mr. Furnace Installer, are to 
be counted among those who will secure these 
better jobs, at a fair profit, depends entirely 


upon your attitude toward your business. 
So long as you work on the mistaken no- 


tion that furnaces can be sold only on a basis 
of so many pounds of cast iron or steel and so 
many feet of pipe and so many registers, and 
that the lowest price is the chief consideration 
in your sales effort, just so long will you “en- 
joy” throat-cutting competition and work for 
little more than day wages. 

But the moment you set yourself firmly on 
the principle that a warm air heating plant, 
properly planned and installed, is the best 
thing for your prospect, you can sell him on 
that basis and get a price that will yield you 
a fair profit. 
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Random Notes and Sketches. 


By Sidney Arnold 














Here is an item that I caught in 
Marketing Media, a new magazine, 
published in Chicago, which con- 
tains a lot of good information for 
the man who buys and sells adver- 
tising : 

“A lot of the thinking that busi- 
ness men think they do these days 
is no more real thought than shadow 
boxing is a real fight. Most of it is 
just light exercise to appease their 
consciences and impress their wives. 
Business men who do the real think- 
ing for this country are so far ahead 
of the rest of the pack that they 
sometimes look like the whole 
works. And, so far as progress is 
concerned, they are.” 

Just mull that over a few minutes 
some evening when you have dis- 
carded your shoes and have lit your 
pipe or cigar! I am inclined to 
agree with the writer. The furnace 
and the sheet metal and the stove 
business would be far more profit- 
able if there was a bit more real 
thinking done by a few more of the 
men engaged in these lines. The 
leaders cannot do it all. 

* * * 


I have always known James C. 
Allen as a good warm air furnace 
man and so have many others, es- 
pecially those around Rockford, 
Illinois, where he makes his head- 
quarters for “Titan” superheater 
furnaces, but it was not until No- 
vember third when I attended the 
football game at Urbana where our 
state university is located, that I 
learned that Mr. Allen had made 
his mark as a member of the track 
team of the university in the days of 
long ago. 

Incidentally, I had no idea that 
he was as close to fifty as he must 
be, but he earned his big “I” in 1893, 
according to the statement made by 
George Huff, athletic director of 
the university, who had made up a 
list of athletes who were entitled to 
this coveted honor but for various 
reasons had not received the eight- 


inch orange colored “I” and who 
presented these tokens of athletic 
prowess to those who were present 
at the’ recent “‘Home Coming.” 

Mr. Allen had his picture taken, 
wearing his new blue sweater with 
the letter, and here you will see 
how a fellow looks after he has set- 














J. C. Allen Wearing His Smile and 
Big “I” Sweater. 


tled down from dashes and jumps 
to selling furnaces and has a fam- 
ily of three boys, two of whom are 
now students in Rockford high 
school. 

* * * 

While Roy Walker was talking 
things over with the boys in the 
office of the Meyer Furnace Com- 
pany about their new house organ, 
The Gas Draft, somebody made the 
remark that a testimonial or two 
might not be amiss, and this was 
deemed an opportune moment for 
F. E. Mehrings to spring the fol- 
lowing : 

“T don’t know whether to accept 
this testimonial or not,” mused the 
hair restorer man. 

“What’s the matter with it?” de- 
manded the advertising manager. 

“Well,” explained the boss, “the 
man writes: ‘I used to have three 
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bald spots on the top of my head, 
but since using a bottle of your hair 
restorer I have only one.’” 

Then somebody shied a grate bar 
at him, but as I had a letter from 
him since, he is evidently still on 
deck. 

x * * 

Bill Laffin, Chicago manager of 
the Tuttle & Bailey Manufacturing 
Company, sells registers when he 
has no engagement as a black-face 
comedian, and acquired himself a 
better half about a year ago. 

The other night the following 
colloquy took place between the 
Laffin family : 

Bill: “Dearest, I—er—I’ve been 
trying to tell you something for a 
long time, but until now I’ve lacked 
the courage.” 

The Mrs.: “Heavens! What is it? 
Don’t keep me in suspense!” 

Bill: “I don’t like potato salad.” 

ok * * 

Thanksgiving 
With grateful hearts 
And reverent mein, 
We thank Thee Lord 
For fields now clean 
Of goodly grain 
And precious food, 
Gifts of Thy gracious 
Fatherhood. 
We thank Thee Lord 
For blessings sent 
In sun and rain, 
The sweet content 
Of home and fire 
And work and love 
And hours of prayer 
To Thee above. 
We thank Thee Lord 
For peace from strife, 
The right to serve 
E’en with our life! 
In this Our Country 
Free and fair, 
Beneath our Flag, 
Who would not dare 
To face with courage 
To the last 
All hardships— 
For our lot is cast 
Where all is free 
To those who love 
And worship Thee, 
Our God Above! 

—Carlotta Bonheur Stearns. 
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It Is a Real Condition and Not a Theory That Confronts 
Warm Air Furnace Industry. 


Remedy Is at Hand, but Are You Willing 
to Pay the Cost and Take Your Medicine ? 


SALESMAN who has been in 

the heating business for many 
years, most of the time specializing 
on boiler work but all of the time 
with the same manufacturer, who 
also makes warm air furnaces, told 
the writer the other day that he had 
found this difference between the 
average steamfitting contractor and 
the average warm air furnace in- 
staller— 

That while the two probably were 
on an even basis, so far as me- 
chanical skill and technical knowl- 
edge in their respective fields were 
concerned— 

The warm air furnace installer 
was far below the other man when 
it came to the matter of conducting 
his business— 

That the “tin shop” was too often 
dirty and otherwise uninviting, even 
in the place set apart for “office” — 

That many warm air furnace 
installers had no business stationery, 
no real bookkeeping and cost finding 
system— 

That while the average man 
among warm air furnace installers 
might make a little more than day's 
wages, he did not impress the pub- 
lic as being a real business man— 

That he was too much inclined to 
consider the selling end of his busi- 
ness from the price angle exclu- 
sively— 

That he had little or no confidence 
in his ability to sell “service and 
performance.” 

Quite an indictment, you say. 

This man has no axe to grind, 
especially in view of the fact that 
he is right now calling on the fur- 
nace installers, is building up a good 
business for his company and _ is 
making good money for himself. 

But he is in position to know 
whereof he speaks and in many re- 
spects, it must be admitted, he is 
right in his indictment. 

We receive every day letters and 


remittances from sheet metal con- 
tractors and warm air furnace in- 
stallers who, we know, have been in 
business for years and are reason- 
ably prosperous; whose credit is 
good and who are thoroughly effi- 
cient as mechanics, but whose letters 





Ten Things Needed in 
Many Furnace Shops 


1—A separate place set 
apart for meeting customers. 

2.—A dust cloth. 

3.—A broom. 

4.—Somebody to work the 
broom and the dust cloth, from 
the front door to the rear door. 

5.—Stationery that tells the 
nature of the business. 

6.—An efficient cost rec- 
ording system. 

7.—Files for keeping said 
records, 

8.—Somebody that will 
make it his business to read 
every issue of at least one 
business paper that covers the 
field. 

9.—Somebody to 
prospective customers. 


locate 


10.—Somebody who can sell 
a job on its merits rather 
than on the basis of the lowest 
price. 











are written on cheap paper with no 
printing on it to even indicate in 
what line of business they are en- 
gaged. 

We have visited hundreds of 
shops, where the customer would be 
in danger of ruining his shoes and 
clothing because of scraps of metal 
being allowed to clutter up the 
floor ; where little or no attempt is 
made to keep even the simplest of 
records of jobs or contracts per- 


formed; where even if an “office” 
was partitioned off from the shop, 
it was untidy and dirty. 

We have met hundreds of sheet 
metal contractors and warm air 
furnace installers who could see no 
other basis for comparison than that 
of price; who had no idea that they 
might obtain a contract on the merit 
of their reputation for doing work, 
unless their price was also the 
lowest. 

So much for the indictment. 

What of it? 

Is that any reason for keeping on 
in the same rut? 


Is there any reason to expect that 
an effort to improve the low morale 
of these good mechanics and poor 
business men will result in making 
any large percentage of them better 
business men? 

If there was no hope of accom- 
plishing such a result, there would 
be no reason for business papers 
like AMERICAN ARTISAN; there 
would be no reason for organiza- 
tions like the National Association 
of Sheet Metal Contractors and its 
state and local bodies, or for the 
National Warm Air Heating and 
Ventilating Association and its al- 
lied bodies. 

As a matter of fact, the average 
warm air furnace installer and the 
average sheet metal contractor is of 
exactly the same mold as the aver- 
age man in any other mechanical 
trade who goes into business for 
himself : 

He knows the mechanical and 
technical fundamentals of his trade. 
He has ambition enough and energy 
enough to step out and hustle for 
himself. 

He may not have had—and most 
likely, has not had—any training in 
the “business” end. 

So naturally, he does not fully 
appreciate the necessity for know- 
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ing how to figure costs nor the ne- 
cessity for applying such knowledge. 

He has seen jobs come into the 
shop where he was employed as a 
journeyman, but he has not thought 
much as to how these jobs were se- 
cured. 

So naturally, he thinks that peo- 
ple will come in and tell him when 
they want a furnace installed or a 
gutter replaced, and that he will get 
the job simply by quoting a price. 

But he loses a few jobs, the rea- 
son given being that his price was 
high. 

So he decides to emphasize “low 
price” as the chief basis of his sell- 
ing argument. 

And so he becomes one of the 
numerous contractors who hve from 
hand to mouth, making little more 
than day wages. 

He grumbles about the poor busi- 
ness, while right around him there 
are men who are no better me- 
chanics but who make money be- 
cause they have learned how to 
figure costs and have learned to sell 
“service” instead of “price.” 

Not so many years ago the same 
conditions obtained in the plumbing 
and steamfitting trades: The jour- 
neymen often made more money 
than their employers. 

But somebody had an idea and 
also energy enough and common 
sense enough to “sell” it to some- 
body with influence and vision—and 
the Trade Extension Bureau was 
established. 

It is not necessary here to recite 
the trials and tribulations that the 
movement went through. Suffice 
it to state that the average steam- 
fitting and plumbing contractor to- 
day occupies a far higher position, 
financially and in many other ways, 
than the average warm air furnace 
installer and sheet metal contractor. 

And it is due almost entirely to 
the work which has been done or 
fostered by this same Trade Exten- 
sion Bureau. 

We thus have the benefit of ex- 
ample and experience: 

We know now that the attitude 
of men toward their business can 
be changed—speaking of men as a 
class. 
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We know how it was done in a 
similar case. 

We know what to avoid and what 
to emphasize in the campaign from 
the experience of those who worked 
with the same sort of men in a sim- 
ilar trade. 

Now then— 

Is there any good reason why 
such a campaign should not be 
planned for and entered upon with- 
out delay? 

Is there any good reason why 
those who will reap direct and in- 
direct benefit from such a campaign 
should not be required to defray the 
cost ? 

These beneficiaries 
into three classes : 

Manufacturers and Wholesalers. 

Contractors. 

General Public or Consumer. 

It is an admitted fact that com- 
petition based on price only always 
results in poor work being done: 
The consumer pays too much and 
gets a poorer job. He can afford 
to pay more because the work will 
be better. 


are divided 


The contractor can afford to pay 
his share of the cost of the cam- 
paign, because he wiil make a de- 
cent profit on his work. 

The manufacturers and 
salers can well afford to share in the 
financial support, because they will 
be doing business on a more satis- 
factory basis—prompter pay and 


whole- 


greater purchases. 

But there is only one class of 
beneficiaries from whom funds can 
actually be expected to be collected 
at the start—the manufacturers and 
wholesalers. 

It is, therefore, up to them to take 
the first step and consider means for 
financing such a campaign. 

And nothing of real, lasting bene- 
fit will be done until that first step 
is taken and some definite plan de- 
cided upon for the starting and 
carrying out of the financial part of 
the campaign. 

The manufacturers of warm air 
furnaces and fittings are to meet in 
Urbana, Illinois, on December 
fourth, and it is to be hoped that 
some definite step will be taken in 
this important matter. 
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An assessment of a certain per- 
centage of the selling price of each 
furnace and fitting has been men- 
tioned as a _ reasonable figure to 
work with. 

This method would produce a 
good sized fund with which to start 
the educational campaign among the 
contractors which must be carried 
on before any general advertising 
campaign to the public can be hoped 
to have any considerable effect. 

This initial amount must come 
from the manufacturers and whole- 
salers. 

The 
must also contribute, but their sup- 
port can be secured only when and 
after the educational campaign has 
been started and has brought them 
to the point where they are actually 
beginning to recognize themselves 
as “business’ men rather than 
“trades” men. 


contractors and _ installers 


Then they will bear at least a fair 
share of the local expenses for their 
campaign with the consumer, in 
shape of dues in local organizations, 
the money to be collected possibly 
on a percentage basis on all con- 
tracts secured. 

In other words, the manufactur- 
ers will add a certain figure to their 
cost and selling prices and thus re- 
imburse themselves from the con- 
tractor or installer who buys from 
them. 

The sheet metal contractor and 
furnace installer will pay a very lit- 
tle more for his material and will 
add enough to his costs and selling 
prices to re-imburse himself for his 
added outlay. 

The consumer will pay for the 
cost of the entire campaign and his 
recompense will come in the fact 
that he will have a really satisfac- 
tory job done at a very small ad- 
vance in price. 

There is nothing new in this plan. 

It has been tried out in many 
fields. 

It has proved successful in every 
instance where it has been intelli- 
gently carried out. 

It will prove equally successful 
in the sheet metal and warm aif 
furnace field. 














November 24, 1923. 





But it will not get a start unless 
some responsible organization gets 
behind it and turns on the power. 

We believe that the men who 
have supported the splendid re- 
search work in Urbana at the Uni- 
versity of Illinois, giving so freely 
of their time and money, are far- 
sighted enough and courageous 
enough to take the next logical step 
and that the National Warm Air 
Heating and Ventilating Associa- 
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tion will undertake to organize and 
maintain a real Trade Extension 
Bureau, for the two-fold purpose 
of bringing the contractor and in- 
staller up to a higher standard of 
business management and of placing 
the superior merits of warm air 
furnaces and sheet metal before the 
consumer in such an attractive light 
that the selling of furnaces and 
sheet metal work will cease to be 
done on a price basis. 


National Warm Air Heating Men to Inspect 
University of Illinois Furnace Research 
Plant December 4. 


Test House $Project, Studies Relating to Furnace Design, 
Temperature,Measurements and Calibration to Be Taken Up. 


T the meeting of the National 
Warm Air Heating and Ven- 
tilating Association members, which 
is to be held at the University of 
Illinois, Urbana, December 4, the 
Warm Air Furnace Research Plant 
will be inspected. Many other mat- 
ters pertaining to the Warm Air 
Heating and Ventilating Industry 
will be taken up at the meeting. 
The following exhibits will be in 
operation and open for inspection in 
the Mechanical Engineering Lab- 
oratory, Mathews Avenue: 


1. Main plant, for efficiency and 
rating tests, and studies relating to 
furnace design. A complete plant 
simulating a ten-room installation. 

(a) Method of measuring air 
temperatures and calibrating ther- 
mocouples. 

(b) Air measuring and calibrat- 
ing plant. 

(c) Draft measurements and re- 
corder. 

(d) CO, Indicator. 

(e) Temperature control. 

(f) Recirculating duct. 

(g) Casing and floor tempera- 
tures. 


2. Pipeless furnace plant, for 
efficiency and rating tests of a com- 
plete pipeless furnace installation. 

(a) Air measurement. 

(b) Extra discharge stack. 

3. Leader and stack plant, elec- 
trically heated, for tests of leaders, 


stacks and fittings in a plant having 
only one warm air pipe. 

(a) Air measurement. 

(b) Temperature measurements. 

(c) Variety of pipes tested. 

(d) Test curves for 8-inch and 
10-inch leaders. 

4. Insulation plant, for tests of 
emissivity of heat from various in- 
sulated surfaces. 

(a) Four drums (plain tin, as- 
bestos paper, 3-ply air cell, gal- 
vanized iron). 

5. Evaporation plant, tor tests 
to determine the relation between 
surface evaporation and water tem- 
perature. 

6. Air weighing calibrating 
plant, for the absolute calibration of 
all kinds of air metering devices, 
such as orifices, anemometers, Pitot 
tubes and venturi meters. 

(a) Scales, calibrating pipe, tank, 
compressor, as used for anemometer 
calibration. 





McDowell Has Kind Words 
for AMERICAN ARTISAN. 


To AMERICAN ARTISAN: 

Herewith my check for $2.00 for 
another year of AMERICAN ARTI- 
SAN, the warm air furnace installer’s 
friend. 

Yours truly, 
S. E. McDowE Lt. 

Pewaukee, Wisconsin, November 
10, 1923. 






J. M. Beech & Son 
Tie Up Newspaper 
Advertising with Their Sign. 


We don’t know whether some 
member of J. M. Beech & Son was 
influenced by reading Stevenson’s 
“Kidnapped” or “Treasure Island” 
when making the sign seen in the 
accompanying reprinted advertise- 
ment, but the said sign smacks sus- 
piciously of those glorious days of 
old. Or perhaps he had the unusual 
pleasure of visiting that quaint old 
coffee shop in London, “Ye Old 
Cheshire Cheese,” where Samuel 
Johnson, Goldsmith and Boswell 
were in the habit of dining. 

The practice of tying up news- 
paper advertising with the window 








Telephone 


Dns ‘ 
! Maywood 1676 


J.M. Beech & Son 


Heating Engineers 
821 S. 17th Ave. 

















display or door signs is a commend- 
able one. 

The ad when inserted was the 
same size as that shown in the il- 
lustration. 





Gus Hermsdorfer Has Unique Ex- 
planation for Price Cutting 
by Furnace Installers. 


In the initial number of Gas 
Draft, the new house organ of the 
Meyer Furnace Company, the fol- 
lowing very interesting story ap- 
pears : 

Competition. 

It seems to be the general opinion 
among furnace dealers that when a 
competitor sells a job without profit 
he does so because of ignorance of 
costs, but we do not agree with this 
contention; rather sharing the be- 
lief of our friend, Gus Hermsdor- 
fer, President of the C. H. Wurst 
Company of Quincy, who enjoys 
the reputation of over twenty-five 
hundred Weir furnaces sold and 




















installed in that vicinity, and whose 
opinions in matters of this kind are 
of real value. Gus says that cut 
prices remind him of the story of 
the two colored men in a_ horse 
trade: 










It seems Sambo had sold his 
friend a horse, only to have his 
friend return the following day, de- 
manding that his money be refunded 
because, he insisted, the horse was 
“blind as a bat.” 

“Go ‘way, boy,” said Sambo. ‘Fo’ 
why yo’ think that hoss blind ?” 

“Fo’ why?” replied his friend. 
“Why, when Ah turned him loose 
in mah pasture, he jist natchly 
walked plumb into a tree.” 











Whereupon Sambo laughed and 
explained: “Haw, haw! Say, boy, 
yo’se mistaken. That hoss ain't 
blind—he jist don’t give a damn.” 













Yes Sir! Courtesy 
Builds Business. 

Courtesy is politeness combined 
with kindness and civility. Courtesy 
builds good will. 









I stepped into a large paint store 
in Chicago one day not so long ago 
to get some paint. Every available 
clerk seemed busy just then, but as 
I was about to saunter off down an- 
other aisle of the store, a young 
man, neatly dressed, stepped out 
briskly from somewhere and said: 
“May I serve you?” 






























I then told him that I wished a 
can of paint, giving the size and the 
shade. 

Here he hesitated a moment and 
then inquired if I would have one 
of the two shades which he indi- 
cated upon the color card. 

I immediately found myself in 
somewhat of a complicated predica- 
ment. I had been doing some paint- 
ing, but had run short of paint, and 
also had neglected to take the name 
of the maker and could not deter- 
mine which of the two shades it 
was that I wanted. 

The clerk, seeing that I was un- 
decided, politely asked me if I would 
view the shades by daylight. This 
I did, but with no result. He then 
asked me to look at a number of 
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cans which were placed upon the 
shelf, in order to see if I could rec- 
ognize the can by the label. This 
also proved unsuccessful, as did sev- 
eral other attempts, but the clerk 
had been so well trained to use his 
inborn kindness and sympathetic 
nature that he impressed me very 
much indeed. 

Although there were many other 
customers waiting to be served, the 
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clerk never showed the slightest 
trace of impatience, nor was he lack- 
ing in willingness and resourcefyl- 
ness. When I finally left the store, 
it was with a realization of my own 
stupidity and not with a feeling of 
consternation for the clerk, the store 
and everything in it. 

That was real courtesy on the 
part of the store management, and it 
is the kind that builds business. 


Western Warm Air Furnace & Supply Associa- 
tion Will Meet December 5 


Interesting Program Has Been Arranged 


by Secretary Hussie 


HE following letter has been 

received from John H. Hussie, 
Secretary of the Western Warm 
Air Furnace Supply Association, 
together with program for the 
meeting which is to be held Decem- 
ber fifth at Hotel Sherman, Chi- 
cago, Illinois: 
To AMERICAN ARTISAN: 

I am enclosing, herewith, a copy 
of the program for the annual con- 
vention of the Western Warm Air 
Furnace & Supply Association to 
be held at Sherman Hotel, Chicago, 
December fifth. 


In connection with this meeting, 
the National Warm Air Heating & 
Yentilating Association, holding a 
meeting at the University of Illinois, 
Urbana, December fourth, invites 
all of the members of the Western 
Association to attend the meeting at 
Urbana and visit the testing plant at 
the University of Illinois. This 
should prove very interesting to all 
makers of and dealers in furnaces. 

Yours very truly, 
Joun H. Husste, 
Secretary. 
Omaha, Neb., November 17, 1923. 
The program follows: 
Program. 


Call to order, 10 a. m. 

President’s Address, E. L. Jaynes. 

Reading of Minutes of Previous Meet- 
ing. 

Communications. 

Report of Secretary. 

Report of Treasurer. 

Report of Standardization Committee 
—R. W. Menk, Chairman. 

Report of Furnace Rating Committee, 
George Harms, Chairman. 





and Committee 


Report of Publicity Committee, Dr. 
John P. Wagner, Chairman. 

Address, “Controlling Factors Which 
Will Determine the Efficiency of Gas for 
House Heating,” by H. De Witt Valen- 
tine, Assistant Manager, Heating Depart- 
ment, Peoples Gas Light & Coke Com- 
pany, Chicago. 

Address, “What One-Thousand Deal- 
ers Think About the Furnace Business,” 
by F. G. Sedgwick, Vice-President, The 
Waterman-Waterbury Company, Minne- 
apolis, Minnesota. 

Address, “Our Opportunity,” by Allen 
W. Williams, Secretary National Warm 
Air Heating & Ventilating Association, 
Columbus, Ohio. 

Report of Auditing Committee. 

“Start Something Hour.” 

Every man in the room will be dared 
to “start something.” If he cannot finish 
what he started, he will be given as- 
sistance. 

Report of Nominating Committee. 

Election of Officers for the coming 
year. 

Selection of next meeting place. 

Adjournment. 





James A. Watson Joins Fox 
Forces in Southern States. 


James A. Watson, formerly 
southern representative for the 
Beckwith Company, is now repre- 
senting the Fox Furnace Company, 
Elyria, Ohio, in Virginia and the 
Carolinas. Mr. Watson’s headquar- 
ters are in Greenville, South, Caro- 


lina. 





Every human individual is an em- 
pire of powers, potentialities, and 
possibilities, in which the soul, the 
center of control, co-ordinated with 
the mind and heart ever seeks to 
work out, in sincerity and truth, 
that destiny which is the sole pur- 
pose of human existence. 
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Ten Days’ Exhibit and Campaign. 


Detroit Installer of Homer Furnaces Secures 2,300 


Prospects and Keeps Right on Their 


S a county or state fair a good 
I place to sell warm air furnaces? 

If you should ask W. H. Kratzer 
Company, Grand River and Loraine 
Streets, Detroit, Michigan, that 
question, he would be quite likely to 
give an affirmative answer, for dur- 
ing the ten days while the State Fair 
was held in Detroit this Fall, he 
made sales of 78 Homer furnaces, 





Trail. 


ing the period of ten days of the 
Fair some 2,300 good prospects’ 
names were taken. 

The salesmen who attended the 
booth were scheduled on a day at 
the Fair and off a day, when they 
followed up the prospects from the 
previous day at the Fair, with the 
result that 78 sales were made dur- 
ing the ten days. 

















This Warm Air Furnace Exhibit Helped to Sell 78 Jobs in Ten Days. It was. 
Arranged by W. H. Kratzer Company, Detroit, Michigan 


and is still considering his list of 
2,300 prospects, whose names were 
taken during the Fair, as a profit 
producing list, because every week 
several sales are made to persons 
whose names are on the list. 

The accompanying illustration is 
a reproduction of a photograph 
which was taken on the last day of 
the Fair. 

The exhibit faces the front of the 
building, the space being 25 x 50. 
All the people who visited the Ma- 
chinery Building were attracted im- 
mediately by the big sign that hung 
in front of it and in order to pass 
on through the building it was nec- 


~ essary for them to walk through 


the Homer Exhibit. 

Four salesmen were at all times 
on the job, answering the inquiries 
and questions of the visitors. Dur- 





Soliciting Business by 
Rendering Free Service. 

It is often found necessary by 
store and shop keepers, who are 
desirous of keeping their name be- 
fore the public, to run a small ad 
continuously. This practice, of 
course, permits them to present per- 
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Kratzer Sells 78 Warm Air Furnaces During 


haps but one factor to their patrons 
at a time. A short, well chosen 
phrase will tell the entire story in a 
clear, simple manner. The accom- 
panying ad, reprinted from the 
Battle Creek (Michigan) News, 
shows an attempt in that direction. 

Shouldice Brothers Sheet Metal 
Works wishes to announce that it 
is in a position to take care of heat- 
ing requirements of its patrons. 

The ad is very well arranged and 
no doubt served its purpose well. 





Your Monetary Reward 
Will Be in Direct Ratio 
to Your Sales. 


You have absorbed a lot of per- 
fectly plain and simple directions 
and illustrations of the value of 
demonstration. Perhaps the thought 
has come to you, “Well, what do I 
get out of it?” 

What do you get out of it? Just 
this: If you know your goods so 
that you can demonstrate success- 
fully and then you do demonstrate, 
there is a sense of pleasure, a thrill 
of achievement that follows a clear, 
convincing, successful demonstra- 
tion. It is the natural pride you 
take in a good piece of work, just as 
an artist does in his best painting or 
a writer in his “best seller” or a 
playwright in his greatest drama. 

Then the monetary reward is 
sure, because your salary now is, and 
always will be, in direct ratio to your 
sales. Demonstration increases your 
sales and increased sales mean in- 


creased salary and promotion. 

Remember, “The Way to Dem- 
onstrate is to Demonstrate!” Just 
do it—that’s all. 





The Finest Warm Air Heater Made 


for those who want the best at a 
moderate price. 

Our heating engineer will glad- 
ly advise you concerning your 


SHEET METAL WORKS 
79 W. Jackson St. 








Phone 246 





Shouldice Brothers Push Premier Furnaces. 
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Intersecting Round Pipe in Flat Surfaces on a Diagonal 
Angle Is Problem Often Met With. 


Pattern Shows Solution to Problem of Double Angled 
Tee Intersection, as Worked Out on 45 Degree Angle.. 


Written Especially for AMERICAN ARTISAN AND HARDWARE REcorp by O. W. Korue, Principal, St. Louis, Tech- 


OW and then it occurs that a 

round pipe must be intersected 
in a flat surface on a sort of diag- 
onal angle, meaning to have a bevel 
in plan as an elevation. Whether 
these intersections would be on an- 
other pipe, as in heating and venti- 


nical Institute, St. Louis, Missouri. 


lating, or a forced draft system, or 
on other surfaces such as tanks, 
hoppers, hoods, etc., the treatment 
would be the same. The idea is to 
have a plan angle, which in this case 
is 45 degrees, where the line 7-7” 
is the horizontal axis line of tee in 


plan and the line A-B is placed on a 
45-degree angle to it, while the ele- 
vation axis line 4-4” is placed on a 
45-degree angle with a vertical line. 
With these positions properly lo- 
cated the problem becomes similar 
in development as all other tees. 





FATTE.RN 
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Working Drawing Shows Pattern for Angle Iron Used By Sheet Metal Men for Reinforcing Pipe. 
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So, describe the sections “M” and 
“N” of elevation and plan and di- 
vide them in the same number of 
equal parts, projecting lines from 
“N” horizontally to intersect A-B 
and from “M” draw them parallel 
to 4-4” indefinitely. Now, from 
each point in plan or line A-B we 
erect lines to intersect those of ele- 
vation of similar number, as in 
points 1”-2”-3”-4”, etc. This gives 
the points of penetration between 
these two fittings and enables draw- 
ing the miter lines as shown. 

To set off the pattern for tee we 
extend the line 1-7 of elevation as 
1-1 and on it step off the circumfer- 
ence for the tee. This can be done 
by calculating the true girth and 
measuring off and afterwards check- 
ing up from spaces from “M” so as 
to equalize any discrepancies. Next 
project lines from each of these 
points parallel to 4-4” of elevation 
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and then from each point in the 
miter line of elevation square out 
lines to intersect those in stretchout 
of similar number. This gives us 
points 1’-2’-3’-4’, etc., and enables 
tracing the irregular curve and gives 
the pattern for the tee. If the pat- 
tern for the opening is desired, ob- 
serve where the tee “N” of plan 
intersects the line A-B, which gives 
us the length or girth which the tee 
covers in this position, so we pick 
these spaces as 4”-5’-6”-7” of plan 
and set them on a horizontal line 
over from elevation. From each of 
these points we erect lines and then 
from each point in the miter line of 
elevation we bring over lines to in- 
tersect those in stretch out of simi- 
lar number and this enables tracing 
the outline for the opening. Where 
the edges are to be seamed together 
an extra allowance must be made on 
the inside for seaming purposes. 


Copper and Brass Research Association Elects 
Directors and Officers and Plans Greater Work. 


President Agazzis Reviews Activities During 1923 
and Predicts Even Greater Growth for 1924. 


T the third annual meeting of 
the Copper and Brass Re- 
search Association, held November 
15th at the association’s offices, 25 
Broadway, New York, the follow- 
ing were elected directors for the 
ensuing year, the first eight men- 
tioned comprising the Executive 
Committee. 
R. L. Agassiz, President, Calumet 
& Hecla Consolidated Copper Com- 
pany ; Edward H. Binns, President, 
C. G. Hussey & Company ; Stephen 
Birch, President, Kennecott Copper 
Corporation ; F. S. Chase, President, 
Chase Metal Works; Walter Doug- 
las, President, Phelps Dodge Cor- 
poration; Charles Hayden, Vice- 
President, Chino, Nevada Consoli- 
dated, Ray Consolidated, and Utah 
Copper Companies;,C. F. Kelley, 
President, Anaconda Copper Mining 
Company; H. J. Rowland, Secre- 
tary and Sales Manager, Rome 
Brass and Copper Company. 
J. W. Allen, Treasurer, Greene 
Cananea, and Inspiration Consoli- 


dated Copper Companies ; Henry F. 
Bassett, President, Taunton-New 
Bedford Copper Company; H. C. 
Bellinger, Vice-President, Chile Ex- 
ploration Company ; J. Parke Chan- 
ning, Vice-President, Miami Copper 
Company; Joseph Clendenin, Bra- 
den Copper Company; Carl F. 
Dietz, President, Bridgeport Brass 
Company ; B. Goldsmith, President, 
The National Brass & Copper Com- 
pany; E. O. Goss, President, Sco- 
vil Manufacturing Company; Rob- 
ert H. Gross, President, The East 
Butte Copper Mining Company; U. 
T. Hungerford, President, U. T. 
Hungerford Brass and Copper 
Company; C. V. Jenkins, Treasur- 
er, Chino and Utah Copper Com- 
panies, Secretary-Treasurer, Neva- 
da Consolidated Copper Company, 
and Assistant Treasurer, Ray Con- 
solidated Copper Company ; William 
Loeb, Vice-President, American 
Smelting and Refining Company ; 
H. B. Paull, Auditor, Calumet & 
Arizona Mining and New Cornelia 
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Copper Companies ; Dr. R. M. Ray- 
‘mond, United Verde Extension 
Mining Company; A. B. Seelig, i 
Manager, Michigan Copper & Brass 
Company ; W. Parsons Todd, Man- 
ager of Sales, Copper Range Com- 
pany. 

After the annual meeting, the Di- 
rectors elected the following offi- 
cers: 

President, R. L. Agassiz. 

Vice-Presidents, C. F. Kelley, F. | 
S. Chase, Walter Douglas, H. J. i 
Rowland and U. T. Hungerford. | 

Treasurer, Stephen Birch. 

Secretary, George A. Sloan. 

Manager, William A. Willis. 

In commenting upon the work of 
the Association, which is an unin- 
corporated, voluntary organization 
composed of the principal Brass and 
Copper companies, President Agas- 
siz said: 

“The program for 1924 as ap- 
proved by the members at today’s 
meeting, provides for an extension 
of the Association’s activities, in line 
with our plans to develop new and 
increased outlets for brass and cop- 
per. We feel that the Association 
is serving satisfactorily the purposes 
for which it was created and that 
much progress has already been 
made. 













































“Copper consumption in this 
country for the first three-quarters 
of 1923 (and this includes brass, in 
which form is consumed about one- 
half of all the copper used in this 
country) was greater than con- 
sumption for the entire year of 
1922. The outlook for 1924 is fav- 
orable by virtue of the prospect of 
continued activity in the three larg- 
est brass and copper-consuming in- 
dustries, i. e., electrical, automotive 
and building construction. 

“The use of electricity on a con- 
stantly growing scale is inevitable. 
Automobile manufacturers predict 
an increased production over 1923, + 
while the building industry is ex- 
pected to continue its present rate of 
activity. 

“Copper consumption in the 
United States at the present time is 
about 70 per cent of the world’s 
production. Our survey of chan- 
nels of consumption indicates that 
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the ultimate or potential demand for 
copper and brass in this country has 
by no means been reached.” 

The following are now members 
of the Copper and Brass Research 
Association : 

American~ Smelting & Refining 
Company, Anaconda Copper Mining 
Company, Arizona Commercial 
Mining Company, Braden Copper 
Company, Bridgeport Brass Com- 
pany, Calumet & Arizona Mining 
Company, Calumet & Hecla Con- 
solidated Copper Company, Chile 
Exploration Company, Chino Cop- 
per Company, Chase Metal Works, 
Copper Range Company, T. E. 
Conklin Brass & Copper Company, 
Dallas Brass & Copper Company, 
Engels Copper Company, The East 
Butte Copper Mining Company, 
Granby Consolidated Mining, 
Smelting & Power Company, Ltd., 
Greene Cananea Copper Company, 
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U. T. Hungerford Brass & Copper 
Company, C. G. Hussey & Com- 
pany, Inspiration Consolidated Cop- 
per Company, Kennecott Copper 
Corporation, Merchant & Evans 
Company, Michigan Copper & 
Brass Company, Miami Copper 
Company, Mother Lode Coalition 
Mines Company, National Brass & 
Copper Company, Nevada Consoli- 
dated Copper Company, New Cor- 
nelia Copper Company, New Eng- 
land Brass Company, Old Dominion 
Company, The J. M. & L. A. Os- 
born Company, Phelps Dodge Cor- 
poration, Ray Consolidated Copper 
Company, Richards & Company, 
Inc., Rome Brass & Copper Com- 
pany, Scovill Manufacturing Com- 
pany, Shattuck Arizona Copper 
Company, Taunton-New Bedford 
Copper Company, United Verde 
Extension Mining Company, Utah 
Copper Company. 


Sheet Metal Workers in Chicago Are Not in 
Class of Plasterers and Painters in Matter of Pay. 


Regular Wages of $1.25 and $1.15 an Hour Apply in 
Sheet Meta? Shops for Work of Ordinary Nature. 


ECENTLY newspapers, with 

their proverbial lack of accu- 
racy, published stories to the effect 
that skilled sheet metal workers 
were so scarce in Chicago that 
$15.00 and $20.00 a day was a com- 
mon wage for them to receive. 

As a matter of fact, some such 
amounts were paid—but only for 
overtime and Sunday work, which 
is paid for on time-and-a-half and 
double-time basis. 

These stories have resulted in con- 
siderable trouble in other cities, both 
for contractors and for their em- 
ployees, as exemplified by the fol- 
lowing letter which was received 
by AMERICAN ARTISAN from a 
sheet metal worker in Sioux City 
whose name is omitted for obvious 


reasons : 
To AMERICAN ARTISAN: 

I have read in newspapers that 
they are paying fabulous wages for 
sheet metal workers in Chicago, and 
if it is so F should like to come, so I 
am asking you, as a reliable firm, 


for the truth, and I know that I 
will get it from you. 

I am a bench man and a first class 
lay-out man and can do any kind of 
sheet metal work, from the lightest 
sheet to 10 gauge iron, so please let 
me know by return mail. 

There was a man who told me to 
write to you and you would tell me 
the truth. He said that. he had 
bought a lot of books on sheet metal 
work from you. 

I remain yours truly, 
C. M. 
——, Iowa, November 17, 1923. 
Our reply to him follows: 
To C. M., 

Sioux City, Iowa. 

While there have appeared in 
some newspapers stories to the ef- 
fect that sheet metal workers in 
Chicago are making from $15.00 to 
$20.00 a day, we have not been able 
to find a single instance in which any 
such wages have been paid, except 
for overtime and Sunday work. 

The standard price for Union 
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journeymen workers is $1.25 an 
hour, which on an eight hour basis, 
would mean $10.00 a day. The 
wages paid under the Landis Award 
are $1.15 an hour. 

The sheet metal workers’ union 
here in Chicago is not recognized 
by many of the building contractors, 
and there is, as you probably know, 
an organization known as the Com- 
mittee to Enforce the Landis 
Award, which operates with these 
contractors in the matter of pro- 
curing skilled workmen, who are 
employed on an open shop basis. 

There are, however, a consider- 
able number of sheet metal contrac- 
tors who still maintain Union shops, 
and practically the same wage con- 
ditions are in force in both Union 


-and open shops. 


If you are a member of the 
Union, it will, of course, be neces- 
sary for you to obtain a transfer, in 
order to secure employment in the 
Union shops here, so that in addi- 
tion to moving expenses there 
would be that item to consider also. 

We would suggest that if you 
have in mind coming to Chicago, 
you write first either to the Sheet 
Metal Contractors’ Association, 134 
West Washington Street, attention 
of David M. Haines, or to Local 
73, Sheet Metal Workers’ Interna- 
tional Alliance, 814 West Harrison 
Street. 

Very truly yours, 
AMERICAN ARTISAN, 
A. G. PEDERSEN, Editor. 





Andre & White Corporation 
Will Manufacture Sheet Metal 
Products in Chicago. 

The Andre & White Corporation, 
2058 West Sixty-third Street, Chi- 
cago, has been incorporated to 
manufacture and deal in radiator 
cabinets and sheet metal goods of 
all kinds by Pierre N. Andre, Loren 
P. White and G. L. Pilkington, 10 
North Clark Street, Chicago. 





They say John D. Rockefeller has 
never shown signs of temper in 
thirty years. He controls himself 
and he controls the greatest indus- 
try on earth. Get the idea? 
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Here Is Solution to Harry 
Frye’s Problem of Circles. 

On page 23 of our November 
tenth issue, Harry Frye requested 
information as to the geometrical 
rule that is applicable to the con- 
struction of a circle which equals in 
area the sum of two or more circles. 

J. F. Buckwalter, Macon, Georgia, 
cites the old rule of Pythagoras, in 
the following letter : 

To AMERICAN ARTISAN: 

Referring to Harry Frye’s re- 
quest for a graphic solution to de- 
termine the radius of a circle whose 
area is the sum of areas of ‘two 
other circles: 

The principle involved is the age 
old “Pons Asinorum,” the fifth 
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trigonometry, A and B representing 
“Sine” and “Cosine” respectively, 
and R the radius, or hypotenuse, 
thus ;—Sin’, plus Cos?, = R?. 

Refer to Figure 2, drawing two 
circles on same center, we desire to 
find another circle equal in area to 
the two first named. 

Lay off the vertical equal to AC 
in length, set off AB on the base 
line. BC is then drawn and this is 
the radius of the new circle. Apply 
the same principle to as many other 
circles as are desired. 

If one desires to reduce, or de- 
duct one circle area from another, 
this process is reversed. 

Yours truly, 
Macon, Georgia. 
November 17, 1923. 


L. FFB = Fo? 


AB=R,z 
F£D= Rr 
Be = Rs 


PYTHAGORAS Rusé: 
R:+ %* = R;~ 
LCAB=90° 


Fier: AB = R,; 
AC = ka, 
4D= Bl=R;, 


Fics: 


F1G.2 





Illustrating Method of Determining Radius of Circle Equaling in Area Sum of 
Two Other Circles 


problem in Euclid’s Geometry, ex- 
pressed as follows: The square on 
the hypotenuse of a right angled tri- 


angle is equal to the sum of the - 


squares on the other two sides, as 
EB? plus EF? = BF?, in which BF 
is diameter of the newly found 
circle ; as areas or surfaces are com- 
pared only in terms of the squares 
of corresponding lines, the hypo- 
tenuse represents the diameter of 
the third circle, the other two sides 
representing diameters of smaller 
Circles. 


The same idea is expressed in 


Secretary Hoover Appoints 
Committee to Plan Program for 
Obtaining More Apprentices. 


A new program to increase the 
supply of labor for the building in- 
dustries has been launched by the 
federal government, Secretary of 
Commerce Hoover initiating the 
movement. It is the aim to effect 
general adoption of a plan by which 
apprentices in larger numbers may 
be employed by the building trades. 

Secretary Hoover infottned the 
research department of the National 
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Lumber Manufacturers’ Associa- 
tion that he has appointed a special 
committee to work out the appren- 
tice phase of the building program. 
The committee includes industrial 
and labor leaders and government 
officials. 

It is recognized by Secretary 
Hoover and by industrial lead- 
ers that building work of all kinds 
could proceed at a more rapid pace 
in all parts of the country, if ade- 
quate skilled employes in the build- 
ing trades were available. The pres- 
ent system under which builders are 
forced to the necessity of engaging 
in sharp competition for labor is 
preventing building from attaining 
its maximum, it is said. Building 
experts who have surveyed the sit- 
uation say the scarcity of certain 
kinds of labor must be overcome be- 
fore construction work can go ahead 
in proportion to the needs of the 
country. 





AMERICAN ARTISAN Is Worth 
All It Costs—and More. 


To AMERICAN ARTISAN: 

Herewith check for renewal of 
my subscription. AMERICAN ARTI- 
SAN is worth all it costs—and more. 

Yours truly, 
B. F. Erwin. 
De Soto, Iowa, November 14, 1923. 





Time Saver Gas Soldering Iron De- 
veloped by Callender Soldering 
Process Company, Chicago. 


In business there is a constant 
evolution in the ways of doing the 
necessary routine work; antiquated 
methods are discarded, to be suc- 
ceeded by new time and labor-saving 
devices as these are developed. And 
let us reiterate that these new de- 
velopments come from those men 
who are in close contact with the 
work. 

Knowing as we do the success 
which has attended the growth of 
the Callender Soldering Process 
Company, 12 South Jefferson Street, 
Chicago, we take’ it as a natural 
consequence that the Company has 
developed a’ new Gas Soldering 
Iron. 

The iron is so constructed and 
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arranged as to permit its being 


heated by means of a small gas 
burner built into the iron itself. 
This arrangement, the Company 
says, permits and insures a steady, 
dependable heat. 

The gas consumption of the iron 
amounts to about 10 cents for eight 
hours, and it is ready for use in 





which required every man at the 
close of the day to turn in his time 
card, accounting for every minute 
of the time. 

The first week he paid for 466 
productive hours, but there were 63 
hours, $28.45, of these he could not 
charge to any customer or contract. 
The second week he paid for 480 





Showing Soldering Iron 


four minutes; that is, it takes only 
four minutes to heat it when cold. 

The copper point is always tinned, 
as the flame does not touch it. 
There is no surplus heat developed 
and the construction of the iron it- 
self is substantial. 

For further information and par- 
ticulars write the Callender Solder- 
ing Process Company. 





Who Manufactures 
“Starck” Ventilator. 


To AMERICAN ARTISAN: 

Will you kindly inform us who 
manufactures the “Starck” venti- 
lator? 

Yours very truly, 
JoHN Mater AND COMPANY. 
——_—., Illinois, 


November 17, 1923. 





How Many Hours of Labor 
Are Lost by Your Men? 

Alberdt I. Rice, President of the 
New Jersey State Association of 
Sheet Metal Contractors, in a letter 
to the members, cites a case where 
a big leakage was discovered in the 
pay roll of productive mechanics. 
The letter is as follows: 

In my last letter I promised to 
say something in this one about the 
unsuspected source of overhead— 
leak would be a better term—in our 
business. 

I will cite you an actual case in a 
plumbing shop, although the prin- 
ciple and practice will hold just as 
true in the sheet metal shops. 

This firm employed about 12 me- 
chanics and helpers. An up-to-date 
accounting system was installed, 


and Gas Pipe Connections. 


hours, and found that $37.50 of this 
went where it could not be charged. 
This loss was about the pay of one 
mechanic. 

I know every reader of this letter 
will say that such a loss is too much 
for a well-supervised. shop. This 
plumber had the same thought, and 
was astonished when his own rec- 
ords showed the “leak.” 

It is not what we think or believe 
about our business, but what we 
know—the real facts, the figures in 
black and white—that counts. Do 
you insist on an accurate time card 
daily from each mechanic? Does 
your time book show how many 
hours of productive labor you paid 
for were lost? 





Sigwalt Is New Advertising 
Manager of Milwaukee 
Corrugating Company. 

H. P. Sigwalt has been appointed 
Advertising Manager of the Mil- 
waukee Corrugating Company, Mil- 
waukee, Wisconsin. Mr. Sigwalt 
was formerly Advertising Manager 
of the T. L. Smith Company and 
the A. H. Peterson Manufacturing 
Company, both of Milwaukee. 





Don’t run your business on a go- 
as-you-please plan. Map out a defi- 
nite routine and stick to it. 











Notes and Queries d 


Flexible Shafting. 
From S. E, Emerick, 338 Reed Street, 
Milwaukee, Wisconsin. 


Please advise me who makes flex- 
ible shafting. 
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Ans.—Stow Manufacturing Com- 
pany, 106 South Jefferson Street; 
Chicago Fexible Shaft Company, 
560 West Roosevelt Road, and N. 
A. Strand and Company, 500] 
North Lincoln Avenue, all of Chi- 
cago, Illinois, and Plank Flexiile 
Shaft Machine Company, Grand 
Rapids, Michigan. 

Potato Chip Equipment. 


From D. R. Jones, 418 Robert Street, 
Rome, New York. 


Can you tell me who makes 
equipment for making potato chips? 

Ans.—Albert Pick and Company, 
212 West Randolph Street, Chicago, 
Illinois. 


“Call” Ventilator. 


From J. W. Beard and Brother, Lexing 
ton, Kentucky. 


Kindly inform us who makes the 
“Call” ventilator. 

Ans.—John A. Call, 122 North 
Franklin Street, Philadelphia, Penn- 
sylvania. 

Plumbing and Gas Fitting Supplies. 


From S. E. Emerick, 338 Reed Street, 
Milwaukee, Wisconsin. 


Where can I buy plumbing and 
gas fitting supplies? 

Ans.—Crane Company, Oshkosh, 
Wisconsin; Lake Plumbing Supply 
Company, 723 Milwaukee Avenue, 
Chicago, Illinois, and James B. 
Clow and Sons, Milwaukee, Wis- 
consin. 

Steel Wire Furnace Brushes. 


From Niehaus Furnace and Stove Re- 
pair Company, 232 East Pearl Street, 
Cincinnati, Ohio. 


Will you please advise us who 
manufactures steel wire furnace 
and boiler brushes? 

Ans.—Pilley’s Packing and Flue 
Brush Company, 604 South Third 
Street, St. Louis, Missouri; Manu- 
facturers Brush Company, 1950 
West 114th Street, Cleveland, 
Ohio ; Osborn Manufacturing Com- 
pany, 5401 East Hamilton Street, 
Cleveland, Ohio, and Milwaukee 
Brush Manufacturing Company, 
770 30th Street, Milwaukee, Wis- 
consin. 


“Champion” Water Coil. 


From Charles H. Lee, Corner Vine and 
Marten Streets, Baraboo, Wisconsim. 


I should like to know who makes 
the “Champion” water coil for 
warm air furnaces. 

Ans.—This is made by Melbye 
Brothers Company, 1208 Webster 
Street, Chicago, Illinois. 
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Large Variety of Useful Articles Makes Christmas Gift 
Window Display Easy of Accomplishment. 


Indianola Hardware Company Displays Electrical 
Appliances to Excellent Advantage at Yuletide. 


ONSIDERING the numerous 

and varied preparations to be 
made for the approaching Christ- 
mas holidays, we can not begin too 
soon in getting the stage all set ready 
to jump. There are many articles 
that would be appropriate for 
Christmas window displays. 

The accompanying illustrated dis- 
play was arranged by the Indianola 
Hardware Company, Indianola, 
Iowa. The hills and valleys, as 





wool was used for the smoke. 

Santa Claus and his reindeers are 
unique and representative of Yule- 
Tide. The reindeers are little iron 
savings banks, while Santa is a doll. 
The sleigh bells are aluminum- 
painted shoe buttons. 

Electric appliances, cutlery, pyrex 
ware, aluminum ware and thermos 
bottles were placed in the forepart 
of the window. 

Had the background of the dis- 


developing the art, in order to make 
greater profits. We, however, only 
attain our end by actually doing the 
work. 

The more minds we have working 
on the problem, the greater will be 
the number of ideas developed. 

The prizes offered by the AmeErI- 
CAN ARTISAN AND HARDWARE REc- 
ord Window Display Competition 
give you, in addition to making 
your windows pay their largest divi- 





Christmas Gift Window Display Utilizing Evergreens, Cotton, Electrical Appliances, Thermos Bottles, etc., to Good 
Advantage by Indianola Hardware Company, “‘ndianola, Iowa. 


shown, were covered with cotton 
and sprinkled with artificial snow. 
A stream runs through the valley, 
but it is represented as being frozen 
over and is made by using bright 
tin plate. The trees are small ever- 
greens hung with artificial icicles. 
The log house was made of a 
shell box covered with split saplings, 
the chimney being made of a block 
of wood. This chimney was made 
to look like stones laid upon one 
another by burning lines where the 
mortar appears and then coloring 
the stones with water colors. Steel 


play contained a painted landscape, 
the window would have been even 
more attractive than it is at present. 





Enter AMERICAN ARTISAN 
Window Display Competi- 
tion for Increased Profits. 
Experience in window trimming 
only can be acquired by practice. 
We study the principles and theory 
of the art as these have been discov- 
ered and interpreted by those men 
before us who, like ourselves, were 
prompted to interest themselves in 





dends, an opportunity to win one of 
the four handsome and coveted 
prizes offered for the best window 
display photographs submitted. 

Do not neglect the splendid op- 
portunity of making yourself more 
valuable to your employer. The ap- 
proach of the greatest selling season 
of the year will give you ample op- 
portunity of presenting your ideas. 

Read carefully the rules govern- 
ing the competition and prepare to 
enter at once. 

Rules Governing Contest 


The photograph, together with 
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descriptions of how the. window dis- 
plays were arranged and the ma- 
terials used may be sent by mail or 
express, charges prepaid, and must 
reach this office not later than Jan- 
uary 12, 1924. 

Each photograph and description 
must be signed by a fictitious name 
or device and the same name or de- 
vice must be placed within a sealed 
envelope containing the real name 
and address of the contestant. This 
sealed envelope is to be enclosed 
with the photograph. Contestants 
may enter as many window displays 
as they desire. 

AMERICAN ARTISAN AND Harp- 
WARE Recorp reserves the right to 
publish all photographs and descrip- 
tions submitted in this competition. 

A competition committee of three 
will be appointed, one of whom will 
be an expert window dresser and 
one an experienced hardware man. 
This committee will pass upon the 
merits of all photographs and de- 
scriptions received, without know- 
ing the names or addresses of the 
senders, and will decide the winners 
of the contest. 





W. J. Stebbins, Founder of Chi- 
cago’s Largest Retail Hardware 


Store, Passes on at Age of 82 Years. 

S. J: Stebbins, pioneer hardware 
merchant and a resident of Chicago 
since 1855, died Thursday morning, 
November 22nd, in his home at 1346 
Greenleaf Avenue. He was 82 
years old. 

He started his business career at 
the age of 14 and at the time of his 
death was president of the Stebbins 
Hardware Company, one of the 
largest retail hardware businesses in 
the country. 

Mr. Stebbins is survived by six 
children, Orson B., Charles A., 
Wallace J. and Fred J. Stebbins, 
Mrs. E. G. Drew and Mrs. Kirk 
Adams, also seven grandchildren 
and two great-grandchildren. Fune- 
ral services were held at chapel, 
Sixty-third and Harvard, Saturday, 
with interment at Mount Hope 
Cemetery. 





Send us photographs and descrip- 
tions of your sheet metal jobs. 
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Annual $44,000,000 Window Display and 
Demonstration Expenditure in United States 
Proves Their Effectiveness. 


How Much of the Approaching Stupendous Christmas Gift 
Demand Will Your Display Window Draw to Your Store? 


HE total annual advertising ex- 

penditure in the United States 
today is $1,284,000,000, Edward W. 
Bok tells us. Of this vast sum of 
money $24,000,000, or 1/53rd, and 
$20,000,000, or 1/64th, are spent 
respectively upon demonstrations 
and window displays. In 1921 there 
were 5,600,000 linear feet or 33,- 
600,000 square feet of window dis- 
play space. 

From these figures it will be seen 
that the window display and the 
demonstration are far from the 
least in importance, but occupy a 
primary position in the field of 
merchandising and marketing. 

The approach of the Yuletide 
holidays, the greatest selling season 
of the year, will add a natural 
impetus to the demand for goods 
of almost every character. How 
much of that demand will be di- 
rected to and satisfied by your 
store? Your window trimmer can 
do a great deal in making the 
answer to that question favorable 
to your store, if you give him your 
whole-hearted codperation. Do not 
neglect this most important feature 
of your business. 

Window displays can be divided 
into two classes, those for publicity 
of the store and those known as 
merchandising displays. Although 
the retail dealer is interested in giv- 
ing his store as much publicity of 
the right sort as possible, his pri- 
mary object is to increase his sales; 
to influence people to come into his 
store for their needs in preference 
to going to some other store, and the 
best type of window for this pur- 
pose is that type known as the mer- 
chandising display. Then, too, there 
are quality and quantity displays. 

Merchandising displays are made 
up of a number of the leaders car- 
ried by the store, but care should 
be taken when arranging the win- 
dow not to get too many articles in 


it, as this always gives the window 
an untidy and “cluttered up” ap- 
pearance. Always see that your gift 
suggestions are appropriately 
chosen, so as not to produce ridi- 
cule; for instance, don’t suggest a 
meat grinder as a gift. 

Your Christmas window displays 
should begin about November 25, 
and they should be changed at least 
once a week. Be sure that the win- 
dow is kept clean and free from dust 
and dirt. Take a look at a dirty, 
crowded window display once and 
you will appreciate the disgust 
with which the average person 
views a window of this sort. 


It will be necessary, of course, 
to surround the articles with a 
Yuletide atmosphere, but do not 
make the decorations so attractive 
and prominent that they will de- 
tract attention from the articles dis- 
played. The psychology of sugges- 
tion is well known to most window 
trimmers, and as the primary pur- 
pose of all display is to make “pass- 
ers-in” of the passers-by, it is up to 
you to arrange your displays so 
that they will suggest to the cus- 
tomer the desirability of owning 
that particular object which you 
wish to sell. 

Merchandising displays should in- 
clude price tags. Do not attempt to 
make your appeal on the “cheapness” 
basis. You will lose more than you 
gain. It is much easier to appeal 
to the artistic sense of a person, sO 
why not do that? 





John C. Schmidt, Prominent as 
Chain Manufacturer, Passes On. 

John C. Schmidt, founder of the 
Standard Chain Company, now con- 
solidated with the American Chain 
Company, passed on Thursday, No- 
vember 15th, after an operation for 
ulcer of the stomach. 

Mr. Schmidt was prominent in 
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industrial and financial interests in 
York, Pennsylvania, having devoted 
most of his activities since 1917, 
when the chain companies were 
merged to the Schmidt & Ault Paper 
Company, which he organized early 
in the nineties and which operates 
one of the largest plants of its kind 
in the United States. 

He was born in March, 1859, at 
Carlisle, Pennsylvania, and leaves 
his widow, a son and two daughters. 

The funeral took place Saturday, 
November 17th, from his late home, 
900 South George Street, York. 





Here’s a “‘Sure-Fire’’ Collection 


Letter That Brought Results. 

By sending a special delivery Iet- 
ter of only seven words at 7 a. m., 
a Central West Hardware store re- 
cently obtained immediate action on 
three-fourths of thirty-six of the 
slowest accounts carried on the 
books. 

The letter, handwritten, said: 
“Mr. and Mrs. John A. Doe come 
in and see me today, SURE!” It 
was signed and the envelope also 
was addressed in the merchant’s 
handwriting. 

It is reported that letter was the 
most effective letter ever tried by 
the firm in ten years. Twelve of 
these slow accounts made payment 
within twenty-four hours. In that 
same time fifteen others called in 
person or by ’phone and made defi- 
nite arrangements. The firm has 
been unable to trace a single offense 
taken at the letter. It got results. 
Now the idea is used on regular 
open accounts that become unduly 
slow. 


Saying little but suggesting much 
is claimed to be the pulling power 
of the collection letter. The letter 
was sent out on the full-size regular 
letter head stationery. The regular 
printed return envelope was used. 
Absolutely nothing about the letter 
indicated why they wanted to see the 
party who received the special de- 
livery letter. There was plenty for 
' them to read between the lines. 

By mailing them at 7 in the morn- 
ing many were delivered while the 
family was at breakfast. At least, 





that was the purpose of the early 
mailing hour.—Hardware News. 





Credit the customer with intelli- 
gence. Realize that the customer 
usually knows something about the 
goods he asks for and that his 
knowledge can assert itself best 
when he has full opportunity to 
handle and examine the merchan- 
dise. 








| Coming Conventions I 


Western Retail Implement and Hard- 
ware Association, Missouri Theater 
Building, Kansas City, January 15, 16, 
17, 1924. H. J. Hodge, Secretary-Treas- 
urer, Abilene, Kansas. 

The West Virginia Retail Hardware 
Association Convention and Exhibit, 
Huntington, West Virginia, January 15 
to 18, 1924. James B. Carson, Secretary- 
Treasurer, 1001 Schwind Building, Day- 
ton, Ohio. 

Mountain States Hardware and Im- 
plement Association Convention, City 
Auditorium, Denver, Colorado, January 
22-24, 1924. W. W. McAlister, Secre- 
tary-Treasurer, Boulder, Colorado. 

Kentucky Hardware and Implement 
Association, Louisville, January 22-25, 
1924. J. M. Stone, Secretary-Treasurer, 
202 Republic Building, Louisville. 

Indiana Retail Hardware Association, 
Inc., Convention and Exhibition, Cadle 
Tabernacle, January 29, 30, 31, February 
1, 1924. G. F. Sheely, Secretary, Argos. 

Illinois Retail Hardware Association, 
Hotel Sherman, Chicago, Illinois, Feb- 
ruary, 1924. Leon D. Nish, Secretary- 
Treasurer, Elgin, Illinois. 

Nebraska Retail Hardware Associa- 
tion, Lincoln, Nebraska, February 5 to 
8, 1924. George H. Dietz, Lincoln Ne- 
braska, Secretary-Treasurer. 

Wisconsin Reta!l Hardware Associa- 
tion Convention and Exhibition, Milwau- 
kee Auditorium, February 6, 7, 8, 1924. 
George W. Kornely,: Manager of Ex- 
hibits, 1476 Green Bay Avenue, Milwau- 
kee. P. J. Jacobs, Secretary-Treasurer, 
Stevens Point. 

Michigan Retail Hardware Conven- 
tion and Exhibition, Grand Rapids, Feb- 
ruary 12, 13, 14, 1924. Karl S. Judson, 
Exhibit Manager, 248 Morris Avenue, 
Grand Rapids. A. J. Scott, Secretary, 
Marine City, Michigan. , 

Iowa Retail Hardware Association, 
Des Moines, Iowa, February 12, 13, 14 
and 15, 1924. A. R. Sale, Secretary- 
Treasurer, Mason City, Iowa. 

The Pennsylvania and Atlantic Sea- 
board Hardware Association, Incor- 
porated, Convention and Exhibition at 
the Philadelphia Commercial Museum, 
Philadelphia, Pennsylvania, February 
12, 13, 14 and 15, 1924. Sharon E. 
Jones, Secretary-Treasurer, Wesley 
Building, Philadelphia. 

Ohio Hardware Association, Conven- 
tion and Exhibition, Cincinnati, Ohio, 
February 19, 20, 21 and 22, 1924. James 
B. Carson, Secretary, 1001 Schwind 
Building, Dayton, Ohio. 

New York Retail Hardware Associa- 
tion Convention and Exhibition, Febru- 
ary 19, 20, 21, 22, 1924. Headquarters, 
McAlpin Hotel, and exhibition at Seven- 
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ty-first Regiment Armory. John B. 
Foley, Secretary, 412-413 City Bank 
Building, Syracuse, New York. 

New England Hardware Dealers’ As- 
sociation Convention and Exhibition, 
Mechanics’ Building, Boston, February 
20, 21, 22, 1924. George A. Field, Sec- 
retary, 10 High Street, Boston, Massa- 
chusetts. 

_North Dakota Retail Hardware Asso- 
ciation Convention and Exhibition, 
Municipal Auditorium, Fargo, February 
20, 21, 22, 1924. C. N. Barnes, Secretary, 
Grand Forks. 

Michigan Sheet Metal and Roofing 
Contractors’ Association, February 25 to 
28, 1924, Hotel Kerns, Lansing. T. E. 
Eiderle, Secretary, 1121 Franklin Street, 
S. E., Grand Rapids, Michigan. 

Missouri Retail Hardware Association 
Convention and Exhibition, Marquette 
Hotel, St. Louis, February 26, 27 and 28, 
1924. F. X. Becherer, Secretary, 5106 
North Broadway, St. Louis. 

; Minnesota Retail Hardware Associa- 
tion Convention and Exposition, St. Paul 
Auditorium, February 26, 27, 28, 29, 1924. 
C. H. Casey, Secretary, Jordan, Minne- 
sota. 

_ South Dakota Retail Hardware Asso- 
ciation and Exposition, Coliseum Build- 
ing, Sioux Falls, March 4, 5, 6, 7, 1924. 
m H. Casey, Secretary, Jordan, Minne- 
sota. 

California Retail Hardware Imple- 
ment Association Convention and Ex- 
hibition, Civic Auditorium, San Fran- 
cisco, March 18, 19, 20, 21, 22, 1924. 
LeRoy Smith, Treasurer, 112 Market 
Street, San Francisco. 

Southeastern Retail Hardware ana 
Implement Association, composed of Ala- 
bama, Florida, Georgia and Tennessee. 
Convention and Exhibition, Atlante, 
Georgia, May 27, 28, 29, 1924. Walter 
Harlan, Secretary, 701 Grand Theater 
Building, Atlanta. 

Hardware Association of the Carolinas 
Convention, Wrightsville Beach, North 
Carolina, June 17, 18, 19, 1924. T. W. 
Dixon, Secretary-Treasurer, 717-718 
Commercial Bank Building, Charlotte. 
North Carolina. 














Retail Senfunee Delage ! 








Arkansas. 


The Acme Hardware and Supply 
Company, headed by J. W. Truschman, 
has opened for business at 614-616 
Louisiana Street, Little Rock. 

California. 

Homer Clark and H. S. Clark of 
Tracy have purchased the Hemphill 
Brothers’ hardware store at Los Gatos. 

M. Brandt of Santa Rosa has opened 
a hardware store in the Leo Hart Build- 
ing on 118-120 Washington Street, Peta- 
luma. 

Illinois. 

At Blandinsville, Carl Grigsby has 
purchased the Bughman hardware stock. 
Iowa. 

Adam Ringlep has sold his hardware 
stock at Maquoketa to his nephew, Ben 
Jacobsen. 

Missouri. 

R. T. Armstrong of Fort Scott has 
purchased the Parrish Hardware store 
at Nevada. 

Oklahoma. 

Rudolph Kobes has sold his interest in 
the Kobes and Monroe Hardware Com- 
pany at Perry, to Russell Dotts. 






: 
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Talk Up Labor Saving and Economy Features 


of Your Stoves and Ranges in Y our Advertising 


Eliminate All Matter Not Pertaining to the Subject and 
Make Your Customer See Himself Enjoying the Article. 


ID you ever stop to think that 
when you really want some- 
thing you generally contrive to get 
it? The matter of the price, it is 
true, determines how soon you are 
going to be in possession of the ar- 
ticle desired ; but the matter of price 
is not going to stop you from se- 
curing that object ultimately. You 
may have to cut corners and go 
without other things, but you will 
get the article. This is a peculiarity 
of human nature, and so why not 
take advantage of this peculiarity to 
increase your stove sales and conse- 
quently your profits? This can be 
easily done by the correct wording 
of your ads. 
Place yourself in the prospective 
customer’s position, then see how 


your advertisements affect you. Are 
you favorably impressed; does the 
ad make you want to rush right 
down and look Jones’ line of stoves 
over? If not, there is something 
wrong with your ad. 

In talking up the quality of a 
stove, inject a little romance into 
the copy. Business is not such an 


iron-clad fortress as to be abso- — 


lutely impregnable against romance. 
Picture for your readers either by 
word or illustration the well ar- 
ranged and up-to-date kitchen; 
show them the cheerful housewife 
going about her duties as though she 
thoroughly enjoyed them, but be 
sure to make it plain that the en- 
joyment comes from owning the 
stove you are selling. The observa- 


If you have a worn-out old stove in your kitchen, throw it out—it is 


a nuisance and dangerous. 


One of our new ranges will save you 


fuel, save work, save money and will make your work a pleasure. 
Come in and !et us show you our ranges and heaters. Our prices 


will save you money. 
stoves that are very helpful. 


There are mahy new attachments on these 
Let us show them to you. 


OUR HARDWARE WEARS 


McCullough Hardware Co. 


BURNEY, IND. 





Figure No. 1—Too Much Black Used in This Advertisement; It Looks Top- 


Heavy. 
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tion of the coming holidays is aj- 
ways looked forward to as a day 
when the “big eats” are brought out. 
People are always entertaining rel- 
atives or guests on these days and 
think of the thousand and one 
things the housewife has on her 
mind in consequence. Show her 











OUR OFFICE CAT SAYS 


Going to church tonight will alibi Bs.) 
you when your neighbor misses his q 
back steps in the morning - \y 


_— 





YOU TELL ’EM 


it was cool last night. but in the homes 
in which a Florence Heater is on the 
job the cold was all on the outside 

If you are not all set for the winter 
with a Florence to keep you snug, 
phone us and we can set onc your 
home in a very short ume 


The Florence never fails to please. 


Hatfield 
Stores 














Figure No. 2.—Headline of An Adver- 
tisement Should Be Related 
to Subject. 


how many of these details can be 
avoided by properly equipping the 
kitchen. 

Appeal to the finer natures of the 
husband in selling the stove and 
other kitchen utensils and the price 
consideration passes into the realm 
of secondary importance. 

There is a great deal of improve- 
ment in the advertisements offering 
stoves for sale, but there is still a 
great deal to be done before these 
advertisements are on a par with 
some of those in other lines. 

Figure No. 1 is reprinted from 
the Greensburg, Indiana, Times. 

There is too much black in this 
ad; it looks top-heavy. The dog 
serves no purpose in the ad and 
should be eliminated. It seems par- 
ticularly strange that a man in the 
business of selling stoves should not 
take better advantage of the oppor- 
tunities offered to him through the 
old worn-out range than is done in 
this ad. Why not make an arrange 
ment whereby the old stove could 
be traded in, you will get farther 
that way than by telling a man to 
throw the old stove out? Say it 
is a dangerous nuisance if you wish, 
but show the prospect where he can 
dispose of it profitably. He might 
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decide to make it do another year 
if you tell him to throw it out. This 
ad was 44%4x5 inches. 

In Figure No. 2 there is no con- 
nection between the headline and 
the subject of the ad. The purpose 
of the headline is to attract attention 
and introduce the subject and this 
headline does neither. 

This ad appeared in the Wash- 
ington, Indiana, Democrat and its 
size was 4%4x5 inches. Price could 
have been mentioned to advantage. 

Figure No. 3 is reprinted from 
the Marion, Indiana, Leader. What 
was said in regard to talking up the 
work which the stove will perform 
inthe fore part of the article applies 
in some measure to this advertise- 
ment also. Economy is featured in 
this ad, however, and is well done. 
The advisability of advertising 
weekly terms is a debatable pro- 
cedure, and it is generally believed 
that this matter should be left until 
the prospect purchases the stove. A 
line inserted to the effect that terms 
could be had if desired would be as 
effectual as the announcement now 
in the ad. 





Wesley E. Jordan Is Manager of 
Sales for Stove & Range Com- 
pany of Pittsburgh. 

The Stove & Range Company of 
Pittsburgh has appointed Wesley E. 
Jordan manager of its sales depart- 
ment. 

Mr. Jordan is well known among 
Stove merchants and has many 
friends in the trade who will wish 
him every success in his new posi- 
tion. He will spend a portion of his 
time in the field, to keep in close 
touch with customers of the com- 
pany. 





Old Subscribers Still Find Much 
Help in AMERICAN ARTISAN. 
To AMERICAN ARTISAN: 

We have been regular subscribers 
to your magazine for a number of 
years and find many valuable and 
helpful items in it. 

7» Yours truly, 

E. E. Guton & Son. 
By H. B. Troups, Sales Manager. 
New York, November 17, 1923. 
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HAPPY H0)O NESTE LUE | 


Special Stove Values! 


This Globe Range Reduced from 
$79.50 to 


$74.50 


Less 10% for Cash 


































—OR— 
Special Terms 


s 
. H Week 


Do not confuse the Globe with 
the ordinary range, for the ovén, 
the fire-box and other essential 
parts are far superior to the ordi- 
nary range and yet the price is no 
higher than you would expect to 
pay for a stove that you know is 
good 


Exactly as 
Illustrated 












Globe “Hot Blast” 
HEATERS 


is not purchased every day. It is expected 
RE ego Sepastant mernber of the household and 
to do its full duty for a long time to come. Le 
Tore you should buy a stove that you know wi _ 
satisfaction. This hot blast will use less fuel t ~ 
the average heater. It distributes the heat every 
und warms the floor better—If you have used an or a 
nary coal heater you've found they consume a - ry) 
coal, for so much of the real heat escapes up the Sen, 
but in the hot blast this heat is practically uti . 
and will reduce your coal bill nearly 1-3. A regular 


$49.50 value, this week only— 


$A A.75 


Less 10% for Cash 





PAYMENTS $1.50 PER WEEK 


ELILEYS 


Second and Washington Sts. 
TOVNVAVOOOODRAARASOROEEEOOUUUUOUAVAAEOOREOAUHHOGOOEREOLOAAAOYOQOOOAETEGAGOOEEOOUOAAOAAGOOREEUUUTONOOUOOOUAOSOOOOEEEOOAOOOOGEU ARO 


Figure No. 3.—Special Weekly Payment Feature Should Be Left Until Customer 
Buys the Stove. 








30 





The Proof of the Pudding Is in the Eating 
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Thereof, Says O. F. Dellenbaugh. 


Every Stove Merchant Should Have One of the 
Ranges That He Specializes on, in His Home. 


X PERIENCE is the best 

teacher, and particularly when 
it is your own experience, is the 
way O. F. Dellenbaugh, owner of 
the Central Hardware Company, 
Lorain, Ohio, looks at his business, 
and so he has put a Lorain-equipped 
gas range in the kitchen of his own 
house, in order that he may learn 
all there is to know about that 
range. 

Here is what Mr. Dellenbaugh 
says: 

“Tt gives me pleasure to say that 
I have enjoyed the best stove range 
business this year that I have ever 
had since I have been in the hard- 
ware business. 

“What has helped me a lot in my 
work js that I have installed a 
Loraitt-equipped Reliable Angliron 
Range in my own home. I noticed 
in Magic Chef that dealers have 
done this to their advantage. I 
thought that I knew all about the 
Lorain and could talk it success- 
fully before I tried this experiment, 
but I find that it is otherwise, be- 
cause the Lorain service is so won- 
derful that unless you actually see 
its results day by day in your own 
home you cannot fully appreciate it. 

“My advice to all my brother rep- 
resentatives of the Lorain is to have 
the Lorain in your own home, and 
particularly to see that every clerk 
who has anything to do with the 
retailing of these ranges has one in 
his home, also. 

“If I had a large retail sales force 
I would make it a point to effect 
some kind of a deal whereby each 
clerk would have one of these splen- 
did ranges. I would make him a 
special price, as near cost as possi- 
ble. A good way would be to in- 
struct him to sell his range at sec- 
ond-hand and get as much for it as 
he can. Then I would apply that 
difference on the purchase of a new 
“ee at cost; knowing that it would 
be reflected in increased sales. 





. fore. - I. want her. to enjoy the 


“IT am quite sure that there are 
many of my fellow agents of Lo- 
rain who are very confident that 
there is nothing more to learn about 
it. I think they will be surprised if 
they try the experiment of having 
it in their homes and get the actual 
reaction from their home folks and 
find how it really does improve the 
baking and give them hours of 
leisure for other work or recreation. 
I admit that this sounds like a page 
out of “An Easier Day’s Work,” but 
I am sure that any one of you who 
have Lorain in the home will catch 
yourself talking just like that par- 
ticular book. 

“Another thing that I always do 
in a gas range sale (and this would 
apply whether it had Lorain or not) 
is to see that the customer is well 
satisfied. For one thing, I am very 
particular that the range be followed 
into the home and that it is set up 
carefully and neatly; I take great 
pains in this respect. I see that the 
stove pipe is made as well-fitting as 
possible and that the range is placed 
in the best place that can be selected. 

“T always make sure that the cus- 
tomer is satisfied with the range 
afterwards and when there is any 
complaint I settle this at once. I 
never argue over any point like 
chipped enamel—I make good im- 
mediately and willingly. I find that 
it repays me in the boosting of Lo- 
rain Service by my customers to 
their friends. 

“Let me say right here that I have 
had not one complaint on the Lo- 
rain. Every one I have sold has 
given satisfaction. I always test 
them with a thermometer after be- 
ing installed and make adjustments 
if required. I then see that the pur- 
chaser receives a direction book and 
point out its different sections, tell- 
ing her how she can cook whole 
meals and do. her, canning. in the 
oven, which she could never do be- 








November 24, 1923. 


Lorain Service I promised her and 
which she paid good money to en- 
joy. Then only do I consider the 
sale completed.” 





Cooperation in Business 
Must Be Based Upon 
Community of Interest. 


No proper relation between costs 
and profits can be obtained without 
the executive paying strict attention 
to his overhead expense. This may 
seem like a hypothetical observation 
to some store managers, but to a 
great many the necessity of analyz- 
ing and controlling every item of 
cost, no matter how small, which 
enters into the production and flow 
of commodities appears to have been 
overlooked. 


Ownership, management and la- 
bor are interested in the welfare of 
industry and business, whether or 
not the community of the interest is 
recognized. Steady employment 
cannot be assured unless the enter- 
prise is yielding some net return on 
its capital investment. Only by the 
closest codperation and understand- 
ing can there be a community of in- 
terest that will make a reasonable 
return on the capital investment of 
as deep interest to the wage-earner 
as to the owner. 

Aside from the portion of the in- 
come received by labor, there are 
many kinds of costs that will tend to 
prevent profit-making unless they 
are discerned and properly con- 
trolled. What the manager under- 
stands as the overhead of a business 
enterprise, including innumerable 
items, some large and some small, is 
directly concerned in this subject, 
and to overhead he must direct the 
attention of business and urge that 
every leak should be discovered and 
stopped. 





The community includes not only 
the trade center, but all those em- 
braced within its trade radius. The 
farmer is interested in his home 
town; the merchant is interested an 
the farmer. Codperation between 
the two is essential in community 
development. 
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Organizing the Salesmen’s Time Is of Distinct 
Advantage to Manufacturers and _Jobbers. 


Detroit Stove Company Encourages Salesmen 
te Serve Customers at Latter’s Convenience. 


ANUFACTURERS and _ job- 

bers are constantly evolving 
new methods of organizing the time 
of their salesmen. Many experi- 
enced salesmen have worked out 
systems which enable them to divide 
their time so as to insure an audi- 
ence when they arrive at their des- 
tination with the least possible delay. 
New and inexperienced salesmen, 
however, must have some assistance 
in routing their itinerary and organ- 
izing their time. 

In the following we quote from 
the leaflet of the Policyholders’ 
Service Bureau of Metropolitan 
Life Insurance Company, that shows 
how the Dennison Manufacturing 
Company increases the productive 
selling time of its salesmen: 


“In two of our twenty-five selling 
districts, we have made up lists of 
prospective customers, and arranged 
them both by classes of trades and 
geographical locations, and we have 
increased the District Manager’s 
clerical force so that the clerical 
work of the salesman may be re- 
duced toa minimum. Furthermore, 
the salesman’s work is carefully 
planned out in advance of its execu- 
tion. 

“For instance, take the case of 
the city salesman, who works out 
from the district office. When he 
arrives in the morning, the records 
of the prospective customers he 
should call on are ready for him in 
geographical order, with a report 
slip for each of these several cus- 
tomers, which calls for a minimum 
amount of entries to give a complete 
story of the call. The samples of 
merchandise that will interest these 
particular customers are prepared 
and ready, and also any information 
that will be of value to the sales- 
man. When the salesman returns 
at noon, having gone as far as time 
allowed on his schedule, he simply 
turns in the samples, records and 
reports he has ‘been carrying with 


. 


him in the morning, and finds ready 
for him a complete new outfit for 
the afternoon. 

“We have found that lack of in- 
formation about the prospective cus- 
tomers and what occurred in pre- 
vious calls means a certain amount 
of time wasted in getting the lay of 
the land in every new call, to say 
nothing of the more intelligent re- 
ports that can be made when the 
salesman has the complete story of 
the prospect before calling. 

“Under this plan the salesman is 
furnished record cards plainly and 
neatly filled out, showing sales, lost 
orders, items bought, date that pros- 
pect will be in the market, and any 
other information of value taken 
from report slips of previous calls. 
A glance at the card brings the sales- 
man up-to-date, while practically ten 
minutes or so of conversation would 
be required under ordinary circum- 
stances.” 


The number of calls that the sales- 
man makes should in no way inter- 
fere with the quality of service ren- 
dered, for the idea is gaining hold 
that manufacturers and merchants 
in the last analysis are not selling 
products, but rendering a service. 

In this connection the Detroit 
Stove Works makes the following 
cryptic elucidation : 

“We feel that the element of 
service is more important than op- 
erating under a time clock. We 
encourage our men to arrange, 
wherever possible, to serve their 
customers at the latter’s convenience 
and sometimes this may be the early 
morning or at the later afternoon 
period. 

‘Many of our men have success- 
fully utilized their time when it was 
necessary to wait, because the dealer 
was occupied with one of his cus- 
tomers, by aiding him in the sale of 
his merchandise, and by giving as- 
sistance to the dealer. In this way 
he has not only formed a good im- 
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pression, but likewise has reduced 
the loss of time which might occur 
through waiting for an opportunity 
to have an interview.” 

Summarizing the foregoing arti- 
cle, we find the following of distinct 
benefit in making the best possible 
use of the salesman’s time: 

Relieving the salesman of all pos- 
sible clerical work. 

Giving the salesman adequate in- 
formation of past requirements of 
customers. 

Carefully routing the work of 
salesmen. 

Reducing the size of territories so 
that they can be covered economi- 
cally. 

Training salesmen to give quick 
demonstrations and concise selling 
talks. 

The use of advice notice card 
wherever advantageous, endeavoring 
to have a customer set aside a defi- 
nite time for the salesman. 

Making the call effective when 
the customer is out or busy by giv- 
ing a demonstration, fixing a win- 
dow display or securing credit ‘in- 
formation. 

The use of the automobile for 
small town work. 

Always stressing the element of 
service. 





Have You a Customer- 


Sweetener in Your Store. 

The man who can sweeten cus- 
tomers is a pretty valuable asset, 
and the firm can certainly afford to 
take care of him. He is in demand 
everywhere; the world is hunting 
for him; there is an advertisement 
for him up at the door of every 
progressive enterprise in this coun- 
try. 

There’s a whole volume in that 
expression, “He sweetens sour cus- 
tomers.” It means not only that he 
can win over the cranky cantanker- 
ous customers, but also that he never 
antagonizes anybody. He doesn’t 
antagonize even the “shoppers,” thé 
people who never buy, but are only 
out for curiosity looking around fot 
new things. 





Many a pedigreed fealty tree was 
started by grafting. 
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The Descriptions in Your Advertisements Should Be 
Brief, Pithy and Free from All Extraneous Matter. 


Make the Headline and the Illustration Re- 
late to the Subject and Eliminate Cheapness. 


ERVICE must be the watch- 

word for any business that 
would be legitimately successful. A 
business that does not render a serv- 
ice cannot legitimately justify its 
existence and, therefore, it’ cannot 
live legitimately. . 

When a man enters business and 
says that for every dollar his cus 
tomers spend in his store he guar- 
antees them a dollar’s worth of sat- 
isfaction, you can be pretty sure 
that he is highly conscious of the 
service he is rendering the com- 
munity and that he has found the 
vocation at which he can best serve 
‘that community. When he adds to 
this the statement that he will re- 
fund to any person his money for 
purchases which have not been 
found to render absolute satisfac- 
tion, you can be still more sure that 
that man is jealously guarding his 
privilege to serve his community. 

The accompanying advertisement 
was reprinted from the Chicago 
Tribune and occupied a space 44x 
16 inches. . 

As will be seen by the heading 
“Specials for This Week” the Steb- 
bins Hardware Company has the 
policy of making a special offer on 
certain goods each week. There are 
approximately twenty-five articles il- 
lustrated in the advertisement, each 
one of which is appropriately priced 
and some of them are given in a 
number of different sizes. There 
are others also mentioned, but not 
illustrated. 

Note the briefness with which 
the articles are described, and still 
you gain a very definite and en- 
tirely adequate knowledge of these 
articles. They are as if they were 


lying before you. 

A man wishing a screwdriver, an 
ash can, a night latch or an electrical 
fixture knows when he sees this ad 
just where he can get what he wants 
at a certain definite price; he can 


anim eTATE 





reset co: 


15 to 21 W. Van Buren St. ,(Just West of State St.) 





ful 


Any. busi be ul, must dis- 
merchandise. 

















Specialsfor This Week 





Stillson Wrenches Electric 

mh “E8c Heaters 
(aa eetere 
age toom in a few 


10-inch, $1.50 walue......... oe ergting cost; guar- 
i4-inch, $2.00 valee....... 2 yt ey 
18-inch, $2.50 walue........$1.48 69 
24-inch, $8.00 value........$218 / s 


pe 
No. 4 nate Yankee Auto- 
matic Drill, with eight drill 
points, special 
at ° 





Beajamin oved Associapon 


Sows Driver epoch. 31.63 63 | Sue~ 39c! Sue 39C 


men mrs 
ui Al6 Hack Saw Frame, | 
cold drawn steel. nick- 
gt hardwood| 3 
‘% inch & point Disstor| han: takes 8 to 12- aya: 


See ara for $1 .98) inch blade; 48 Cc 


special at 











Gillette model; get as 
pd LF shaves from| 
‘oves NEW 








e's $3.08 |= 
RADIO SUPPLIES 








BERWICK a - ey 2200 ’ TUBES; 
Ohms; ' $2 98 |" rec “For this 


BE emeccctene es QGaoer | week ........... ‘ 


Groner Tally 3 Pas Versi Glan B08 
‘Subjee to stock om 
Lightning Pa ; er Denies 6 08 6 Obm Ronentete. 


Staranteed ; 











DEED acccepcesccemcoccotocses $1.39)" A” Battery, for 












Complete with 
cover ; very sub- 
stantial; made 
of heavy corrv- 
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Note How Pithy and Adequate Are 
the Descriptions Contained in 
This Advertisement. Study 
It Carefully. 





pick out the various articles he 
wishes and know before hand how 
much they are going to cost. He 
goes to the store for these articles. 
Once in the store he sees many other 
articles which he needs and more 


sales are made. 
x * O* 


Advertising Molds Public 
Opinion and Creates 
Good Will. 

Advertising is the life blood of 
any business. It not only creates 
demand and sells goods, but it 
creates good-will and has led to the 
popularity of many a commodity 
that otherwise would have remained 
in obscurity. A person acquires the 
bulk of his information from -the 
orinted page and advertising by any 
other method without the use of the 
printed page is a mere waste of 
money. 

Advertising causes another to 
know, remember and do, and when 
you get a person to do a certain 
thing you have struck the target. 
Selling and telling are very old 
terms, but you can’t have good sell- 
ing without good telling and telling 
means advertising. 

The consumer is the principal fac- 
tor to be considered. Women do 
more buying than men. Every 
commodity on the market today has 
been made expressly for her and to 
win the consumer’s favor is to win 
all. 

An article advertised as being 
cheap leads the prospective buyer to 
believe that there is something 
wrong with the article. 

The approach of the biggest sell- 
ing season in the year should make 
for increased interest in your store. 
Make your advertisements mean 
something to your customers. Be 
sure that your gift suggestions are 
appropriate for the season and tie 
up newspaper advertising with wit 
dow displays. 
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Wholesale and Retail Trade Active; Commodity Prices 
Steady; Farmer’s Dollar Worth 75c Compared 


to 64c a Year Ago. 


Non-Ferrous Metal Industries Improving, but Still 
Below Normal—Credit Conditions Are Excellent. 


USINESS is drawing near the 

close of 1923 with quickened 
step. Constructive factors are more 
pronounced. Declines which ap- 
peared during the summer months 
have been reversed in a number of 
lines. Steadiness and stability are 
developing, rather than sweeping 
recoveries. 

Autumn gains have come in build- 
ing construction, automobile out- 
puts, tires, and copper and other 
nonferrous metals. 

Pig iron demand has broadened 
after months of stagnation. The 
stock market has shaken off its re- 
cent deep gloom and bonds are 
firmer. 

Money remains in free supply, 
with the possibility of easier rates as 
crop financing is completed. 


Commodity price stability remains 
an outstanding economic feature. 


Stimulating developments have 
included the continued heavy freight 
car movements, increased retail 
trade, the wave of increased or ex- 
tra dividends, the possibility of tax 
reductions ‘contained in the recom- 
mendations of Secretary Mellon and 
the announcement of railroad ex- 
ecutives that equipment buying is to 
continue. The farmers’ position is 
the best in three years, despite re- 
cent weakness in wheat and hogs. 


Copper 

During the first 10 days of No- 
vember copper prices advanced .1 
cent a pound; copper and brass 
products advanced % cent. During 
the week from November 10 to 17, 
however, the market reacted 14 to 
¥% cent and the buying dried up on 
the reaction. Sales of copper this 
month for first quarter delivery 
have been exceedingly heavy and 
producers have been comfortably 
booked for the present, so selling 


pressure has been light. Reduced 
foreign prices have affected our 
market adversely. 

There was an absence of vitality 
in the outside market at New York, 
there- being small demand from 
either consumers or dealers. 

Some sales were made last Tues- 
day of Electrolytic at 13.25 cents 
delivered in the interior and some 
sales were made Wednesday at 
13.12% cents delivered in the Con- 
necticut Valley. It would be diffi- 
cult, however, to make sales of any 
important amounts over 13 cents de- 
livered for this year’s shipment. 


Tin 


With the London market £1 5s 
higher and sterling exchange at 
$4.36 our market opened Wednes- 
day with buyers bidding 43.87% 
cents to 44.00 cents for Straits tin 
and sellers asking 44.12% cents to 
44.37% cents. Sterling did not hold 
its advance so sellers during the 
forenoon reduced their quotations to 
44.00 cents, and at this level were 
able to make some sales both for 
prompt and future deliveries. 


Solder. 


Chicago warehouse prices on 
solder are as follows: Warranted, 
50-50, $27.75; Commercial, 45-55, 
$26.50, and Plumbers’, $25.25, all 
per 100 pounds. 


Lead. 


The lead market has been firm 
with a good volume of business. 

The leading interest advanced its 
contract price November 13 $2 a 
ton to 6.85 cents, New York. 

A premium of $1 to $2 a ton has 
been commanded by outside sellers, 
for eastern delivery. 


In the west business has been 
good at 6.65 cents to 6.67% cents, 
East St. Louis. 





Quotations St. Louis are 6.65 
cents for Prompt and November: 
December and January figures are 
6.60 cents. 


Zinc. 


There is rather less pressure to 
sell zinc on November 21. The pro- 
ducing interests that led in the seil- 
ing during the last few days have 
taken enough business, mostly jor 
early shipment, to satisfy them for 
the present, and are not disposed to 
force further sales. 

3ut though there has been some 
response by buyers at the prices 
made, the demand is not active 
enough to allow as yet any recovery 
in price, and the condition is still 
somewhat slack. 

Quotations East St. Louis for 
Prompt, November and December 
are 6.25 to 6.30 cents; for January, 
6.27% to 6.32% cents; February 
figures are 6.30 to 6.35 cents, while 
March quotations run to 6.32% to 
6.371% cents. 


Bolts and Nuts. 


So far, three or four inquiries 
furnish the only evidence that nut, 
bolt and rivet jobbers and users are 
interested in first quarter supplies. 

In nuts and bolts, two or three 
southern railroads have issued in- 
quiries. 

Competition continues exceeding- 
ly keen, particularly on rivets, 
where 3.00 cents, base Pittsburgh, 
has practically disappeared, and now 
2.60 cents to 2.75 cents, base Pitts- 
burgh, is quoted. 

On small rivets 65 and 10 oft is 
quoted, but as low as 70 off appears 
from time to time. 

The regular market on large ma- 
chine bolts is 60 and 5 off, but lower 
than that has been and is being 
done under competitive conditions. 
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Terne Plate : ; 
Specialists 


Since the beginning 
of the industry in 
this country. 


Write for samples. 


being our standard 








A LARGE stock of all brands always carried in stock for immediate shipment. 
Also manufacturers of “Osborn Quality” Gutter and Conductor, 28 gauge 


Let us quote on your requirements. 


THE J. M. & L. A. OSBORN CO., CLEVELAND 


Sheet Metal Workers’ and Furnacemen’s Supplies 
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Our 
Brands 


shown here ranging 
from 40 to 8 pound 
have proven their 
is unusual lasting qual- 
ities by years of 
actual service. 

















Steel Ceilings 
Side Walls and Cornices 


Only first quality material used 
Many neat designs of character. 


Write today for our complete cata- 
log giving descriptions and prices. 


THE W. J. BURTON CO. 


Junction ented coders! Stand Detroit, Michigan 


























All Sizes and Shapes of Holes 
In Steel, Zinc, Brass, Copper, Tinplate, etc. 
For All Screening, Ventilating and Draining 
EVERYTHING IN PERFORATED METAL 


THE HARRINGTON & KING PERF 
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enna. 
SOFT 


DURABLE 
WORKABLE 


hese qualities 
combine to make 


Inland Copper 
Alloy Sheets 


The favorite 
in the Sheet Metal Shop 


INLAND STEEL COMPANY 


38 South Dearborn St., Chicago 
Works: Branch Offices 




















Indiana Harbor, Ind. Milwaukee St.Louis 
Chicago Heights, ILL. St. Paul 
——_——_——_—_—— 
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Tin Plate. 


If all lines of finished steel prod- 
ucts were as active as tin plate, the 
steel industry would be active for 
some time. Tin plate manufactur- 
ers have business for many weeks 
and in some places many months at 
the full market price of $5.50 per 
base box of 100 pounds, Pittsburgh. 

For some time and at present, one 
interest is shipping tin plate at a 
rate which has been normal for the 
best years of its history and ship- 
ments for the present year will 
doubtless aggregate slightly in ex- 
cess of 1917, when the peak of the 
tin plate shipments was reached. 


A conservative estimate of tin 
plate, terne plate and black plate 
production for the present year for 
all makers is 37,500,000 base boxes 
and from the present outlook 1924 
promises to exceed that figure. 


Sheets. 


Favorable trade indications are 
being discussed by sheet producers 
in the Pittsburgh district, the ma- 
jority of whom predict better busi- 
ness during the early part of 1924. 
They feel that if present operating 
schedules can be maintained during 
the next six weeks they will be in 
a position to enter the first quarter 
with prices more stabilized. 


A few years ago conditions were 
such that producers came out of a 
depression with no particular outlet 
for their product, which resulted in 
the market dragging along for an 
extended period. 

At present, however, the situation 
is more or less relieved by resellers 
and jobbers whose stocks are low 
and who continue to fill current »r- 
ders out of stock as far as possible, 
buying from the mill only such 
items as they are unable to fill from 
warehouse. 

Items available from this source 
still carry prices considerably unaer 
the market levels and consequently 
stock lists continue to be a disturb- 
ing factor in the sheet market. 

Black sheets are the weakest of 

the three grades and while tonnage 
recently has been taken at 3.50 cents, 
Pittsburgh, to round out rolling 
schedules, there is-less of a tendency 








to go below 3.75 cents. One pro- 
ducer this week booked about 400 
tons at 3.85 cents, Pittsburgh. 

Generally the market in this dis- 
trict continues unchanged. Inquiry 
is low with no particular large tun- 
nage under requirement. Black for 
production is quotable at 3.75 cents 
to 3.85 cents; blue annealed 2.90 
cents to 3.00 cents and galvanized at 
5.00 cents, Pittsburgh. 


Old Metals. 


Wholesale quotations in the Chi- 
cago district, which should be con- 
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sidered as nominal, are as folldws: 
Old steel axles, $16.00 to $16.50; 
old iron axles, $24.00 to $24.50; 
steel springs, $18.50 to $19.00; No 
1 wrought iron, $12.00 to $12.50; 
No. 1 cast, $17.00 to $17.50, all per 
net tons. Prices for non-ferroys 
metals are quoted as follows, per 
pounds: Light copper, 9% cents; 
light brass, 6 cents ; lead 434 cents: 
zinc, 4 cents, and cast aluminum, 
15 cents. 

Conditions in the old metal and 
other markets are very promising, 


Rock Bottom Pig Iron Prices Produce Lani 
Bookings Seen in Months in All Markets, 


Chicago Producers Ask 50 Cents More for First Quarter—Alabama 
Makers Naming $21 Birmingham — Most Large Buyers Active. 


UYING of pig iron, always re- 

garded as the first sign of in- 
dustrial recovery, has reached the 
largest proportions in many months, 
according to the mid-week steel 
trade reviews. 

“A conservative estimate of iron 
under contract is over 600,000 tons,” 
the Jron Trade says. “The bulk of 
tonnage is for first quarter of 1924, 
although there are liberal orders for 
the remainder of the year. This tes- 
tifies to consumers’ low stocks. The 
market now shows its first signs of 
stiffening.” 

“The finished steel market, in 
contrast to the activity in pig iron, 
continues to show the effect of re- 
stricted buying,” the Jron Age says. 
“Operations are at a less rate and 
new business is not quite up to the 
October rate. However, a better 
view is taken of prospects for 1924 
as the total of railroad cars grows 
and the building and automobile out- 
look continues favorable.” 

The wave of activity in pig iron 
in the past week at Pittsburgh has 
given each of several sellers total 
bookings of 5000 to 10,000 tons. In- 
quiries pending total 10,000 tons or 
more. Many brokers are buying 
quietly for speculation and others 
are obtaining quotations on 1000 to 
5000 tons at a time, offering to pay 
$19.50, or less. 

Extremely heavy buying of pig 





iron in the past week at Chicago 
necessarily has been followed by a 
slight letdown. A conservative es- 
timate of sales in the week is 125, 
000 tons with current inquiry prob- 
ably half that tonnage. Consider- 
able buying also has been done for 
November and December delivery, 

The general quotation for the first 
quarter is $23.50. There is little 
selling into first half because sellers 
are uncertain of the price, fearing a 
coal strike and higher costs by 
April 1. 

Small sales for the second quat- 
ter have been closed at $24. South- 
ern sales are light, but prices are 
stronger. 

Pig iron is more active than i 
months at Birmingham, with sales 
of the past week or so estimated at 
200,000 tons. Pipe plants have 
been heavy buyers. While prices 
have been at $19 to $20, Birming- 
ham and even lower the heavier 
sales are stiffening the market. 
Some producers now ask $21, base. 

The report of Rogers Brown & 
Company states that the demand for 
pig iron last week developed into 4 
buying movement almost without 
precedent, with delivery mainly for 
first quarter. 

Stock in the foundry yards have 
been at a minimum and almost every 
requisition is being followed enet- 
getically for quick delivery. 
























November 24, 1923. 


[VENTILATORS 


















We.carry a full line of the below named well 
known ventilators: 







EARLE IWAN’S “ROYAL” 

PERFECTION STANDARD GLOBE 

HERCULES “STAR” UNO 
AMERICAN-LARSON “BEST” 


We can make prompt shipments. on your orders 
for anything in the sheet metal line. 


Try us—write for catalog today 


BERGER BROS. CO. 


229 to 237 ARCH STREET 
WAREROOMS AND FACTORY: 100 TO 114 BREAD STREET 
PHILADELPHIA, PA. 

















EXPERIENCE 
With 


your own home during your 


scientific training, in 


spare’ time. 


Our S. M. P. D. home study 
course fits right in with your shop work and enables 
you to do MORE and BETTER work, right from 
the start. The U. S. GOVERNMENT is using OUR 
school work and method of instruction for Voca- 
tional Training. They want the BEST. Write for 
full information and terms. 


G. L. GRAY, Instructor 


American School of Sheet Metal Pattern Drafting 
354 Whalley Avenue, New Haven, Conn. 











REQUIRES ONLY HEAT 














CHICAGO SOLDER COMPANY 
4201 Wrightwood Ave.,CHICAGO,ILL. 
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Make money by making sluggish 
chimneys work right with 


IWANS’ VOLCANO 
REVOLVING CHIMNEY TOP 


NOTICE rom the illustration how the Volcano creates 
draft—the lower curved section of the hood is the 
deflector. The wind blowing through this opening diag- 
onally upward past the chimney opening draws the air in 
the chimney thereby creating a cont nuous dri 
Vane, Hood and Deflector Pattérns—FREE 

Order Volcano Iron Mountings, they cost little, get 
patterns free and make in your own 

The Volcano Iron Mountings are simple, madein two 
parts and are strong and very | aaa permitting 
th hood to Soudan’ in slightest breeze. 
Order Volcano Mountings or complete tops today and start 
gelling real profits—wrile for circulars and prices, 


IWAN BROTHERS SOUTH BEND, IND. 
Manufacturers of Hardware Specialties 




















































Arex Ventilators have 
the reputation of out- 
lasting the building in 
most cases. Supplying 


such service on con 

a 

AREX COMPANY 
J.C. Kernchen, Pres. 

1581 Conway Building, Chicago 


THE ORIGINAL SIPHONAGE VENTILATO 
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METAL TR NGL 
Hand-Dipping Gives Shingles a Heavier Coating 


These shingles are first formed of prime roofing 
tin. Then each is dipped separately in a bath of 
molten zinc. Edges are covered as well‘as sides. 
We also make shingles from tight-coated sheets 
and of tin. The latter we paint red or green as 
preferred. 

f you are not familiar with Cortright Meta) 
Shingles we will be glad to tell you about them 
and to send our booklet concerning that roof. 


CORTRIGHT gam 
| Philadelphia 



























THE MOST IN PRICE AND SERVICE 


AALOLUS VENTILATORS 


Made in all sizes of all metals. 


ZEOLUS DICKINSON CO. 


RIGID 


We make quick shipments. 


Vent Makers Since 1888 4E0LUS 





3332-3352 South Artesian Ave. 


CHICAGO, ILLINOIS 
Telephone: Lafayette 1862-1863 


DURABLE 











STANDARD 


VENTILATOR and CHIMNEY CAP 











| De away with high stacks, swings freely in the 
De breeze and positively cures down-drafts. The 
ep and most efficient combination to be had. Has 
no equal for chimney purposes. All jobbers sell them— 
write your jobber or us for prices and catalog today. 
Manufactured by 


STANDARD VENTILATOR CO. 


LEWISBURG, PA. 
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Current Hardware and Metal Prices. 
AMERICAN ARTISAN AND HARDWARE 


RECORD 





is the only 


publication containing Western Hardware and Metal prices corrected weekly, 


ee 





METALS 


PIG TRON. 
Chicago Foundry.. 23 00 to 23 50 


Southern Fay. No. 
2 eeor? Stapses 26 Ol te 26 61 

tame ‘ ar- 
oal . ” cera e red 28 04 
Malleabie oaaka et 23 00 to 23 50 


ver Ve 
14x3@ 118 sheets she $3 
Hae ii" shests it $1 
Seecrreses> 
soune, a chests 27 60 

29 86 





x2 ee 
20x28.......---. 18 26 


er Box 
40-Ib. 112 dingtt 23 26 60 
40-Ib. 38 


- 60 
30-lb, “ - 31 80 
80-1b. “ = 24 
25-lb. “ oe » 
25-Ib. “ = 23 70 
20-Ib. “ ys 18 30 
20-lb. “ bal 21 15 
15-Ib. “* = 17 05 
12-lb. “ pet 15 75 

8-lb. “ - 14 06 


COKE PLATES. 
Cokes, 80 Ibs., base, 20x28.$13 85 
Cokes, 90 Ibs, base, 20x28. 14 10 
Cokes, 100 Ibs. base, 20x28. 14 45 
Cokes, 1@7 Ibs., base, IC 


S86 4aRGHSKG 








MO sscneeeccenscegerss 17 40 
Guies. 165 ibs. base, 56 
DD setesesetnecesaece 9 75 
Cokes. 176 lbs. base, 56 
DN 2004000605004 eos 10 65 
Cokes. 195 Ibs. base, 56 
DE sdscecsadacecooess 11 70 
RLUE ANNEALED SHEETS. 
GED “cccccccses per 100 Ibs. $3 50 
ONE rae Oo? ROLLED 
B.S, ccccoed per 100 Ibs. +4 50 
MM, GeBE. cccccsn per 100 lbs. 4 56 
a Mis ecenewen’ per 100 lbs. 4 60 
i. Mile oénia wate per 100 lbs. 4 65 
ap Ppepeqe> per 100 Ibs. 4 70 
eens per 100 Ibs. 4 75 
GALVANIZED. 
rh Biteceneeouae per 100 Ibs. $5 10 
eS eer per 100 Ibs. 5 25 
No. 23-234.....<. per 100 Ibs. 56 40 
Pn Miveceseuwtle per 100 Ibs. 5 65 
i eeReaeae per 100!Ibs. 5 70 
a Ubecesenaoia per 100 lbs. 5 85 
Res per 100 lbs. 6 35 


BAR SOLDER. 
Warra 2 
EE 24.0.5: 65k-> per 100 lbs. $27.25 


Commerctal. 
Sea per 100 lbs. 26 50 
Plumbers ....per100lbs. 25 25 


Bh GER céviwetcnccsscéces $7 30 


SHEET ZINC. 
Cask lets, steck, 100 Ibs... 11 00 
Lees than cask lets, 100 Ibs. 11 50 


BRASS. 
Sheets, Chicago base ....... 19%c 
Pt  b6caeneessne6 ceeed 17%c 
Tubing, brassa: SOS svcasas 25%c 
WE ID nce ehsecess 065504 18%c 
COPPER. 
Sheets, Chicago, base....... 20%c 
errr rrr 20c 
Tubing, seamless, base...... 24c 


Wire, No. 9 & 10 B. & 8. Ga. 


eee ee ee ee 


“i Colils....per 100 Ibs. 10 7 
Coils.....per 100 lb@ 11 HH 


TIN. 
ee ROD ci ccsens per 100 Ibs. 46%c 
Mer TM cccccese per 100 Ibs. 48%c 


HARDWARE, SHEET 
METAL SUPPLIES, 
WARM AIR HEATER 
FITTINGS AND ACCES- 
SORIES. 


A ON. 


| with Black Powder 18% 
| with Smokeless 





Winchester 
Smokeless Repeater 


Gus W 1008. 
Winghester T- & wauge 1087 % 
. - uge 
“ 11.38 gause leat, 


ASBESTOS. 


ellboa: 
Millboard 3 32 te . 
erru 
a4. : te refi ID 196.00 per roll 


AUGERS. 
Bering Machine.......... 40210 
Carpenter’s Nut ...........+- 60 
Hollow. 
Stearns, Ne. 4, doz......... $11 6e 
Post 


Hele. 
Iwan’s Pest Hele and we 36 
Vaughan’s, 4 te 9 in.....$15 60 


AXES. 


lity, Single 
mip un —w 3 te 
beoesccees Gat OO 


ort want . a e 
Kr “same oasR. per 


BARS, CROW. 

Steel, 4 ft., 10 Ib...........$ 80 
Steel, 5 ft.. 18 Ib........... 1 40 
Pineh bars, 

gy 1 60 

BARS, WRECKING. 

Vv. 
Vv. 
Vv. 
Vv. 
Vv. 


‘w Driver, No. 30, each $ 27 


. 16 

Reamer, No. 86, each 41 
Reamer, No. 7. .-- 41 
Countersink, No. eac 0 


BLADES, SAW. 
Atkins 30-in. 
Nos. ....-. 6 40 26 

$8 90 $9 45 $5 40 


BLOW SORCHES (See Firepets). 


BOARDS. 
Stove. Per Doz. 
Crgatal, 838” .......2++-. 38 90 


Weah. 

Ne. 76@, Banner Globe 
(cingio) atennes per dos. $5 25 

He 6 A word ——— 6-98 

Ne. 801, Brass ing. 

a208 ‘oF = ozs. 8 26 

No. Le ‘Single— lai 
DED.. «ccesadnoos towns ~S SS 





BOLTS. 


Cagringe. Machine, etc. 
Carriage, cut thread, %xé 
and sizes emailer and 
GROTCEP cccccccccccecse 40-10-5% 
Carriage sizes, larger and 
smaller and shorter...40-10-5% 
Machine, %x4 and zea 
smaller and shorter...... 50-5% 
Machine, sizes larger and 
longer than %x4......... 50-5% 
Bee wxanceuarecaswnuaes 70-10% 


BRACES, RATCHET. 


V. & B. No. 444 8 in....... $4 64 
Vv. & B. No. 233 8 in....... 3 89 
Vv. & B. No. 111 8 in....... 3 55 
V. & B. No. 11 8 fn......-. 3 02 


Bristle, with handle, each $0 85 
Flue Cleaning. 


Steel Only, each.......... $1 25 
BURRS. 

Copper Burrs only.........+- 40% 
BUTTS. 


Steel, antique copper i * oun 
brass finish—case 
$428 %—per dozen 'paire $3 43 

eeeae Bevel steel inside 
sets, case lots— 
cecceceeces per dozen sets 

Steel bit keyed front door 
sets, each 

Wrought brass bit apes 
front door se each. 


Cylinder front door cote, 
@CMCH ncccccccccccccceces 8 60 


eeeeereeeesene 


- 


CEMENT, FURNACE. 
American Seal, 5 Ib. cans, net $ 45 
16 Ib. cans, 


9@ 

“  261b. cans, “ 2 00 

Asbestos, 6 lb. cans ” 46 
Peco eesesee sper 100 Ibs. 7 61 


CHAINS. 


Sher. Steel Safety Chain. 
600-ft. coil, per as ene .02 
100 to 600 ft., 3 02% 
Less than 100 per “tt 
Iron Jack Chain. 
Box. (128 yds.)..ce-.ese-e+ 46 


CHIMNEY TOPS. 
Iwan’s Complete Rev. & 


OUR.” « ccchccc cemecetocceccs 0% 
Iwan’s Iron Mountain “oniy. = 
Standard ......+++++--30 to 40% 


CHISELS. 
ld. 


V. & B. No. 25, in.,each $@ 26 
V. & B. No. 26, % in., each 41 


Digmend Fuiat, 
x No. 55, im...... @ 81 


Ne. 55, im...... © 48 


we 


. No. 66, im..... @ 31 

. No. 50, cs eco © WT 
CHUCKS, DRILL. 
Gqptett's, for Goodell’s Screw 
oeeces List . less = 410% 


rive 
Yeameo. oer Yankee 
Drivers oiteneenemene 00 


CLAMPS. 


Adjusted. 
a, 100, Door (Stearns) 


Carpenters 
Steel Zz. -List price plus 26% 


———_ s brass, jae 


Front, Rank, each..... coool 76 


CLIPS. 
Damper. 
Acme, with tail pieces, 
POF GOB. ..cccccccecs e+ $1 Bs 
Non —< tail Pieces, 

DOF GOB. cocccccccee coe Oo 
COPPERS—Soldering. 
Pointed Boofing. 

3 ib. and heavier....per Ib. 4% 

3% WW. ccccceccccccces “ & 

on Bic vcccccccccccece —— 

Eo Miisscarecescces:: 
CORD. 


No. 7 Std. per doz. banks. .$1¢ % 
No. 8 itd o o ity 12 1) 


CORNICE BRAKES, 
Chicago Steel Bending. 
Wee. 1-00 6 Bu cccccccceccc 


COUPLINGS, HOSE. 
Brass..... eccccoces per doz. $3 % 


CUT-OFFS 


Kuehn’s Korrekt Kutoffs: 
Galv., plain, reund or cor. rd 





Standard GERD cacecceann iss 
BS GROG «6 cccccccscccectes 10 
DAMPERS. 

“Yankee” Hot Air. 
7 inch, each 20c, doz......$1 1 
. = 7 2 ote 
oe eo 30 . cid 
10 o o 32c, it) 
Smoke Pipe. 
FT Gpah, GRGRecccccccccsces $ % 
. =  opessesecens oo. 
>. = © scoedesesensee be 
_ * @ cccceusece coon 
oie © cibesnteed ose ue 
Reversible Check. 

8 inch, each........... +. $1 be 
. = © 50t006eeeveees ee 
DIGGERS. 

Post Hole. 


Iwan’s Split Handle 
ka 


(Bureka) 
4-ft. Handle...per doz. $14 0% 
7-ft. Handle...per dos. %¢ # 


Iwan’s Hercules pattern, 


DOP GOB. cccccccccccccce 14 
DRILLS. 
Vv. & B. Star, 12-inch Length. 
2: 6/16 and %, each... Hy 
» each eeeeeeersseccsere 
ZT, GRE cccccececese aoaden 
BM%e CREM coccccescece eee ae 
& 
6 
h 





BOOP ones 00000 + sovteesgceus 
Galv. Crimpedge, crated...75% 


ELBOWS—Conductor Pipe. 


BREE ccccecsconvescucseiean 
Galv., plain or corrugated, 
round fiat 
Crimp, Std. gauge.....«-++- 65 
26 Gauge ....cecceseeeeere 40 
24 Gauge ..cccceesecee + 210% 
Square one. 
MiNCOP 2... ccccccccceecs eee 
Standard gauge . abencs a | 
26 GAUSE ...ceeeeeeceees = 


Portico Elbows. 
Standard Gauge Conducter Pipe. 
plain or corrugated. 
Not nested ......++-+«> 
Nested solid ......---- 70 & 5% 


ELBOWS—Steve Pipe. 
1-piece Corrugated. — 
§-inch rr as | 


6-inch eeeteeeereereeree 
7-inch eee ere eeeeeeeseeeee® 
Special 





Corrugated. 


C-INCH 2a nccccccoceccer® 
FINED Seieeesieseccccce ps 
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Make Your Own Elbows, Any Size 


in Two Minutes, with this Machine 


Here is the Most Remarkable Machine ever made for the Sheet Metal Worker—just take your 
straight pipe—fasten the form or jig to it and in two minutes you have your 3 or 4 piece adjustable 
elbow all ready for use and any siz: you want. Elbows 


PURNELL ELBOW EDGING AND CUTTING MACHINE "=: 


We can’t begin to tell you details about the design, construction and equipment of this machine in this space. . and 


It is simple and sound and constructed of the very best materials—both installers and manaf ing i : lighter 
labor. It doce away with « large stock for the knstaller and enables him to make his adjustable albews cay cist fee exch job af cme 


when he 
Write today for cicular giving complete description and price. 


CHICAGO ELBOW MACHINE COMPANY 



































g10 North Boulevard OAK PARK, ILLINOIS 
BU MULL LUI MLL LLL LULL LLAMA 
TINNERS’ HOLLOW PUNCH CHICAGO STEEL CORNICE BRAKES 
iZ 3), li, 3% STANDARD OF THE WORLD 





Wh 








THE BEST BRAKE FOR ALL PURPOSES 
Most Durable, Easiest Operated, Low in Price 
Mady in All Lengths and to Bend All Gauges of 
Metal. Over 15,000i use 

WRITE FOR PARTICULARS 

















Write today for descriptive circular giving sizes and prices 


WHITNEY METAL TOOL GOMPANY  icktcra. titinois 




















E 


SYUTUMILLLLAALAAAULILIY 


: 


DREIS & KRUMP MFG. CO., 2915 9. Halsted Street, CHICAGO 


eaUdAHitNt weennintnt 














NEW 
MACHINE 


For Curved 
Cutting 


SAVES 









Perforates cardboard, leather 
and paper up to ¥,". Thru 
untempered metal up 












' Write 
Great D. its oad 
Nosloagin Advordieed an MONEY 





THE MACHINE APPLIANCE CORP TIO Wry waste valuable time doing your irregular cutting jobs by 


hand when for a price within the means of the smallest shop 
you can do them easily and quickly with the new Ryerson Bench 




















Type Serpentine Shear. 
T R E A D L E S H E A R This is a sturdy little machine; made for heaviest service. Frame 



























This TREADLE GAP SHEAR is i i i 
oe Tees Oh Sane is of alloy steel and cutting blades of specially hardened tool steel. 
14 and lighter gauge sheets. With Will cut any width or length of material and any thickness up to 
se - can be squared, trimmed 16 gauge, inclusive. The rotary cutting blades make smooth even 
cuts without waste of material. 
= We make a complete line of : . , — : 
shears, punches and bending rolls, This machine would soon pay for itself in time saving alone to say 
all sizes for hand or belt drive. nothing of doing the job better. 
Write for Catalog “S.” Th ioe fo oli A h ford Use th 
e price is right. Any shop can afford one. Use the coupon 
BERTSCH & COMPANY Cambridge City, Ind. and get the facts. You do not obligate yourself by inquiring. 
FILL IN & MAIL, 
JOSEPH T. RYERSON & SON, Inc. Dept. A. 
For Perfect Cutting, ox U 
Durability and Strength Chicago, Illinois 
PEERLESS STEEL Send Complete Information Regarding 
SQUARING SHEARS © New Bench Type Serpentine. 
Made in all sizes, to cut any ga’ of ma- © Larger Sizes. 
terial. Foot or pews treadle. ‘© more 
king or twisting of treadles if you usea — 
Peerless. You should know all about the many dis- a Ee _ Senate 
tinctive features of these STEEL Shears. s N 
Write for Catalog today. = ieee ______Strest No; 
EWERT & KUTSCHEID MFG. CO. 
917 W. 49th Place CHICAGO, ILL. City & State 























Uniform, Collar Adjustable, _ 


cocccoees cccvcccccccccGs OO 
ocd becccccccccccccccs B 3 


wREECER +e eee eeeeeeereeeaeeee 


woop FACES—50% off Mat. 


coeoeee 
FILES AND RASPS. 


Field Fence 
Lawn 





Beller’s (Am-rican)........65-5% 
AMO@rican ......cecssececes oe 
Black Diamond <::./2:: 6 
TER cccccccccce 60-10 
Great ern 0 0 
Kearney & Foot.. 410% 
McClellan ....... ereee +260 410 
Nicholson coccccccccccc ec cOeoOd $ 
Simonds ......... SToccccoses 6 
FIRE POTS. 
Ashton Mfg. Co. 
Complete line 
pots and Torches. ..62% 


wk Ae 


large sb yntea 1 t gat. -, @ 75 
Furn. Kerosene, 1 
gal. 16 12 
No. 10 ‘Brazier, Kei 


or Gasolene, 10 47 62 
No. 6 ones Gaso 


Ker geet 792 
No. a3 To Torch, e, 1 

quart coeee OF 
No 86 Qorch, *Gasoiene, 1 

pt. 4 06 


eo TPE cccvweccecseeses 


— = Lambert's. 


Feast et Tm ed cane st of 


~F 
—" ‘con m Angele ‘ana ia Laredo, 


cocceccceceseneceeeeOe 


est of above boundary line. 48 
Geo. W. Diener Mfg. Co. Ea. 
No. 02 Gasolene Terch, 1 


eatece coeee$ & 65 
No 0366, 
7 60 


Furnace 
No. 110 Automatic Gas 
Soldering Furnace 
Double Blast Mfg. Co. 
Gasolene, Nos. 26 and 36.. 
Quick Meal Stove Co. 


Vesuvius, F.0.B. Louis 80% 
(Extra Disct. for large 
quan tities). 

Chas. A. 


pponen Inc. 
Buzzer No. 1 '....++.+++.8.9 00 


cooee 123 00 
60 
00 


10 60 


60% 


:e' 


nes a ett 


FREEZERS—ICE CREAM. 
P = and Alaska 





Coe ecceocsoenoes $3 9 
2 q eoececcoecve eeee 
3 quart .... ccccccccce § fo 
White Mountain 
4 quart ..... eddededscsds $3 60 
Ph ntenhiemie acseste | +4 
B GUMS cccccccce eeeeeses & 70 





GALVANIZED WARE. 


Pails (Competition), . at.. 89 

1 E, . cspeendecensetuneees 2 16 
35 
65 


+4 
30 


GARAGE DOOR HARDWARE. 
Stanley .......... Ecebevos All net 


GAUGES. 
Marking,. Mertise, etc.......Nets 


IMLETS. 
Discount .........65% and 10% 


it = an A and B. 
e Stren 

~ x oeecoece oe + e883 & 85% 
Double. Strength. A, all sizes 84% 


GREASE, AXLE. 

Tie. tins, 36 te case, 
sper cease 24 ‘o° cane, e 
sf” Gina, 13° “io” case,” 


10-1. tins, per | a 
15- per dozen. 
“S4h tina oer denen. 





HAMMERS, HANDLED. 





All V. and B. Bach, net 
Blacksmithe’ Hand, No. @, 
BEER, svecddeccceseccecedoue 
Engineers’ No. 1, 26-0s..... 1 00 
Farrier’s, No. 7, 7-08.......- 93 
Machinists’, No. 1, T-o sees 78 
Vanadium, No. 41, 20-08 
Vanadium, No. 41%, 16-oz., ie 
ve ‘: mat’ a ae rane 
ME <a diuvihe a's schebaenned 1 O01 
Garden City, No. 111%, 16- 
OB.6 GRE cecccccdsccecs 75 
Tinner’s Riveting, No. 1, 8- 
OB., GOOG ~cticcresvecccoce 79 
Shoe, Steel, No. 1, 18-0z., 
GUE cedccccccnvesceceeses 66 
Tack. ...cesseees 
Magnetic. 
No. 5, 4-0z., each....... 81 
HEAVY. 


HAMMERS, 
Farrier’s, No. 10, 10-0z..... $1 


bine HANDLES. 
Hickory, ie. 1. +o Der doz. 





01 


4 00 
ee No. 2..- 3 00 
Sauer, seeond growth 6 60 
ne ite, 2nd eowth 6 00 
Chisel. 
Hickory, Tanged, Firme 
eesceces r dos. §5c 
Hickory, Socket, rmer, 
Assorted ........ per dez. 70c 
Wile. .cccéccctccen DOP dos. $1 20 
Hammer my = 
No. 1 TUES OA pg 90 
Second AT hickory 
per doz. ..... eovcccccce 
Soldering. 
Per doz. .......+ cccccccoosen OO 
HANGERS. 
Conductor Pipe. 
Milcor Perfection Wire....25% 
Eaves Trough. 
Steel bengere egececenececons 30% 
Triple Kee ogame «10 
Milcor ‘Boltp NETO. « 00 00 0 oR 
Milcor Fripex Wire. .....c00- 
Milcor Mi ukee Extension.156 
Milcor Steel (galy. after form- 
ing) BIMB. 08s ce ccee 2%% 
Mileor Selfiock EB. T. Wire, 
BOR DAUD cova ce cdeptcsccccce 40% 
HASPS. 
Hinge, Wrought, with staples, Net 
HATCHETS. 
Vv. Bon Ay Each 
a, No. 1; 24-oz......$1 43 
Hatt, No. 1, 16-02........ 1 26 
Half, No. 8 27-0z......+- 1 37 
ee, _ a 19-Om.....++- 1 31 
@..1, 20-02..... 1 43 
Shingling. 3 . 1, 17-o2.. 1 20 
Lathing, No. } ji-02----- 1 20 
Lathing, No. 2. ecooe 2 SS 
Vanadium — 
Half, No. 62, 22-oz..... 1 82 
Underhill Pattern Lathing.. 
9 row, 19-08.......0+..- 3 89 
HINGES. 
Heavy Strap, in Bundles. 
4 in ry ao: ecocccceul 12 
6 ad st * 67 
6 o oo ct} 93 
« e ad aa eeeeeeeee 8 21 
Extra Heavy T in Bundles. 
4 in dozen DIB. .+seeee Gl 74 
1.9 ad ae eeeeeeeee 1 86 
» = ni  sccccccee H 3} 
= ” ©  scxecoses OU 
HOES. 
Garden ......++. cocccecooeccneee 
HOOKS. 
Box. 
Vv. and B. No. 9, each....$0 26 
Conductor. 
“Direct Drive” Wrought 
Iron for wood or brick 15% 
Cotten. 
Vv. and B. No. 8, each... 24 
Hay. 
V. and B. No. 1, each.. 26 
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Bar Meat. 

Vv. and B. No. 26, %”, 

each eeoccaces ° i} ) 

V. and B. No. 38. 4". - 
Screw ose 

V. and B. No. 3, per gro. 6 50 
Butchers’ “8.” 

b and B. No. ‘. each.. ey 

Vv. and B. No. 8, each.. il 

HOSE. 

in. 2 molded . Ry 
ay ses ceeec eS BO to 100 
%-in. wrapped ...... 18%c 

HUMIDIFIERS, 


“oe Pad 


utomatic. 
In ness lots. eensesosoocesen 
In lots of 10 or more... .60-5 
In lots of 25 or more..60-10 
Vapor pans, etc., each.....50 


IRONS. 
Sad. 
Genuine Mrs. Potts, nick 


lated, per Bet......-+-$1 55 
Asbestos o. 70, per osi'%} 10 
al an ee No. 100, per set. 2 30 


a. No. ‘OA Go Corner, dos. sets $3 H 4 


KNIVES. 


Butcher. 


Beechwood Handles, 6-inch 
lade Peeters eeeeae + - 85% 

Beechwood Handles, finch 

bl. Oo ss, 


ade efteeeeeeeeeee sf 
Beechwood Handles, 8-inch 


blade lh ene Mego 
Ceoper’s Hoop. ©.......+0++6+88% 
Drawing. 


Standa: obeceswdebocccecele 
Adjustable aT | 
Barton’s Carpenters’......25 


Hay. 
Iwan’s Solid Socket........25% 
Heath’s eccccccevccceceese 
Iwan’s Sickie Bdge........ 5 
Iwan’s Imp’d Serrated....25% 
Hedge. 
Challenge .....c0.0. eocecece dD 
Disston’s No. 1.......+00+.38 
Putty. 
COMMON ...cccece Sbateses 25% 
BME ‘ccccccccesece 00 08b% 
Scraping. 
Beech Handles ........... 25% 
MGETD cccccccccccccccccs 25% 
KNOBS. 
Door. 
Mineral .....«.-- “oer doz. $3 00 
Porcelain ...... 2 00 
SUS secccovsecese " 2 00 
LADDERS. 
Common, DEP Ghiccccccvecse 28c 
Commen, with Shelf, add 10c 
EREs cccccccccoccvccccceccccdt@ 
Challenge, 6 to 9 ft.........58c 
BO OB 36 GRcccccccceccccs --60c 
Kant-Break, per lineal ft...75c 
LANTERNS. 
Per doz. 
Monarch tin, hot biast....$ 8 25 


Dietz No. 3, cold biast..... 
Best tubular eeeeeeeaeereeeee 


13 00 
8 25 


Competition lanterns No. 0 
tubular ........ eocccccee 6 90 
LAWN MOWERS. 
RODE cdccicosve unten $6 20 

BEAMGM: scccccccccccceccecce © 
Ball Bearing. 
+ — adjustable bear- 
OOF © cadecaceseevececene --$7 50 
SP” _ewetcéeesetedsioaceese 7 30 


LEATHER BELTING. 


From No, 1 Cm. Tanned Butts. 
Extra heavy, 18-02.........85% 
Heavy, 16-08....ce-e+00++-40% 
Medium, 14%-0o2. 
Light, 18-oz. 


LEATHER LACING. 
Cut. strictly No. 1........... 45% 
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LEVELS. 
Disston, No. 28 Aast........$83 05 
“ —_‘Ne. 18, 30 in., each 1 gg 
” No. 22, 24 in, each 3 
= a a ae 19 
- No. 1 Eiliceereees 4 
ne No. 3 Asst......... 12 
- 24-26 in., each.. 1 
sl 28-30 in., ch.. 1 0 


Coppered .......Ber gro. $& 96 
Alaska ..... oe - 4% 
LOOKS. 
Barn Door. 
No. 60 Stearn’s..per doz. $11 90 
Ne. 80 ” ” 20 Oe 
MALLETS. 
Carpenters’. 
Fibre Head No, 2, per doz. $12 09 
ad No. 3, ” 15 60 
” No. 3%, “ 20 6 


Round Hickory 
eeseee- per dez. $3 00— 6 0 


Tinners’. 
Hickory ...ccccer- per doz.$2 2 
MATS. 
Door. 
Nationa) Rigid....56 & 10 & 5% 


Acme Steel Flexible........50% 
MITRES. 
Galvanized steel] mitres, and 
caps, end pieces, outlets...20% 
MIICOR:. oo. Jes cocccccecccccese 
Galv. one piece stamped... .40% 
MOPS. 
Cotton, Star (Cut Ends). 
Pounds 12’ 165’ 18’ 24'-8-on 


Per doz. $4 00 436 6& 50 7 00 


Dnterprise ....... rrerer? (tb) 
POERGEP ccccccccsccece ---50 & 5% 
NAILS. 

Gab Ghee . ccccesewocseccce $4 1 
Gee BRM ccdcccccctteccccce 47 

Wire. 
GOUMTAGM pccccccdccoctieses 3 
Cement Coated .....+.--++ -s@ 


NETTING, POULTRY. 
Galvanized before weav- 


Ome ccocceccscas eGeeecees 45-10% 

Galvanised after weav- 

RE Tar, 46% 
NIPPERS. 

Nail oe 
v. Jo. BW. cccccsecess 18e 

‘ann on 
Vv. & B. No. 60.....+-+-+-* Tbe 

Hoof. 

TONBSES cccccccccers: 40 & 10% 
Vv. & B. No. 62, each.:.:.. $2 2 
NOZZLES. 

Hore. 

Magic ....:<.+-. per doz. $9 5 
Diamond ......:. eo 6 1 
OILERS. 

Chase Pattern. 
Brass and Copper.....--*- 10% 
Zine Plated .......--- 40 & 6% 

Rallroad. 

DORED x9 occcecceescasess 20 & 5% 
Coppered — 50 & 6% 
Steel. 
Copper Plated .....--- 10 & 6% 
OPENERS. : 
Delmonico ......per 40s ne 
Never Slip........ 
Crate. 


Vv. & B...per doz. $7 25—11 # 











e* 7-98 
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Quality & Beauty OOF 
The Improved Double Needle Torches 
have extra powerful Burners, fitted with 
ART METAL CEILINGS wind shield. The intensely hot blue 
flame is controlled by the lower Needle 
and the upper Needle has a wire tip 
which cleans the Burner and keeps it 
at its maximum efficiency. Gas orifice 
SIDE WALLS can not be injured as in other makes as 
both Needles are blunt, not sharp 
QUALITY—only first quality material is used in making a aoe agg po Poet 
FRIEDLEY-VOSHARDT ART METAL CEILINGS AND said a atin Poona hy Gia. Gea 
SIDE WALLS. po a 9 
Ne. 206 Terch : 
ge iy necessary for the complete and lasting satis- PP a est CLAYTON & LAMBERT MFG. CO. 
Se cen Price. 10635 Knodell Ave., DETROIT, MICH., U.S.A, 
Having one of the finest equipped sheet metal plants in 
the country and employing only skilled workers enables us rs 
ee ee Caner Ge lene Se ee RTM 
Write Today for Catalog No. 33 Improved Models of Soldering Furnaces 
: Have you seen the improved 
models? The greatest line of 
FRIEDLEY- VOSHARDT Co Soldering Furnaces today on the 
* market. They should be. There 
OFFICE FACTORY Pertyeleet years itl The 
733-737 S. Halsted St. 761-771 Mather St. pa na FY 
CHICAGO, ILLINOIS the recognized standard guider: 





Look these models over. Each 
eads its class. Line them up and 
take your choice. 











Do you want a Catalog? 


BURGESS SOLDERING 
FURNACE Co. 


Something Worth While 


Our No. 61 Coil Fire Pot is the best 
and most Reliable Coil FirePot made. 


















Tank is made of heavy gauge, seam- Improved No.3 Gem with Pump Department A COLUMBUS, OHIO 
less drawn steel, tinned inside and TUTTLE CULL 
out, rust proof, fitted with extra large 
funnel — filler a = 
ca’ very mechanic shou ve . 
con ell uaa tee — Taetaligd in Best by Test of Thirteen Years 
pte supply at factory prices. Yardsand Over 20,000 in use 
d for free catalog. Areenals. Simplest Construction, Fewest Parts, Easies 


Operated and Changed. Made in 4 sizes. 


No. 2 Punch—Capacity 6/16 thru \% Iron. Length 

23 inches. 

Cnty Portable Channel Iron Punch on Market. Ca- 

pacity % thru \% Iron. Punches to center of 4 inch 
Channel Iron, with 1% inch flanges. 


All parts sjaterehonasadte with No. 3 





ASHTON MFG. COMPANY 


Ne. 61 Red-Hot Fire Pot Newark, N. J.. U.S. A. 














C. G. HUSSEY & CO. ey Cie 


Rolling Mills and Office, PITTSBURGH, PA. 


Manufacturers of 
SHEET COPPER, BOTTOMS, ROLL COPPER, TINNED AND 
POLISHED COPPER, NAILS, SPIKES, RIVETS, CONDUCTOR 
PIPE, EAVES TROUGH, ELBOWS, SHOES, MITRES, ETC. 


Branch Warehouses in New York, Chicago and St. Louis 


No. 1 Punch— 
Capacity % thru 
% Iron. 





+ your cae 
te u 


W. A. Whitney Mfg. Co., Rockford, "Iu. 


























Plecker’s Galvanized Eave Trough and Corrugated Expanding Conductors 
Made of 


Keystone - 
Copper Bearing 
Steel , 


CLARK-SMITH HARDWARE CoO. - - 


Cost no more 
Lasts longer 
Therefore 


Cheapest 


PEORIA, ILLINOIS 
VIKING SHEAR 


Compound LEVER Handle — Removable Blades 


A child can work them 


VIKING SHEAR CoO., Erie, Pa. 
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PAILS. 
14-qt. without gauge, 
. ‘ --Per doz. $9 60 


18-at. *“witheut Lay > 


oe atin emis -per doz, 11 00 
20-at. “without th 
cvcesceccscaseee Gaab se VS 
Sap. 
1@-qt., IC Tin....per dez. $4 00 
132 o iid pe it) § 60 
Stock. 
Galv. 16 20 
Per act's $9 Ns 10 76 12 16 14 60 
Water. 


Galvanized qts. 10 18 14 
Per doz. .....85 75 6 6@ 7 25 


PASTE 
ite: 
206-ib. barrel ............$15 00 
200-3. BRFFEL ..cccccccce 8G 
35-Ib. Mm ccccéocceccss 8 OS 
10-Ib. 4 coccccccoccss 8S OP 
6-lb. bag easeeonenes 55 
2%- iw cartons eeeccce 30 
PINCERS. 
All Vv. & B. 
Carpenters’, cast steel, 43 
oe 
Each ‘$0 43 $052 $061 oh 
Blacksmiths’, No. 10........$0 64 
PIPE. 
Conductor. 
“Interlock” Galvanized. 
Crated and nested (all 
BAusTes) ..... 22s eee ee 60-20% 
Crated and not nested 
(all gauges) .........60-15% 


—— Goveugntes A and B and 





+4 Geese veseseteoecs - -60-10% 
serccccccccce ee S080 0% 
+}  - ampnenemegetena 
“6h tetconsevecess cus 
“Interlock.” 
Crated and nested (all 
GED cerdetneenctoond 60-20% 


Prices for Galvanized Toncan 
Metal, Genuine O. H. Iron, Lyon- 
more Metal and Keystone C. B. 
on application. 


Steve. 


2¢ gauge, 6 
nested 


Per 100 joints. 


‘nch B. C. 
++++-$17 00 
6 inch E. C. 
GE einen tend wiitensaca« 18 00 
7 inch E. C. 
- eoeccccccccccccccs 10 OO 
gauge, 6 inch E. . 
nested . 1 


28 gauge, 6 inch E. c. 


GE haevetchcceccescesss 2 @ 


28 pause. 7 Inch EB. c. 
nested $00T066440086090 18 00 


bod equse, 6 inch E. c. 


1s Sears® 6 inch E. C. 
WEEOE  ccccccccccccccccce 16 OO 


20 pause. 7 Inch EB. C. 
Fygiat Made up. erik ss 


16 60 
per 100 $40 00 


Furnace Pipe. 
Degite Wall Pipe and 
tings 


i te Coccccccccces  SEREH 
ngle Wr't Pipe, Round 
Pipe Fittings sden bores 4% 
wo gae Back 
° etc...33 
uitoor't Galcent pellets 
PLANES. 
Stanley Iron Bench.......... Net 
PLIERS. 
(Vv. & B.) 
Nut, Ne. 38, each...........§23 66 


TGR SG, CBM ccccccceee 66 
- We. 86, ench........s5 . 69 
Gas, No. 17, each. escsece O68 
Me Ee Mek ccceses 61 
Fee..38, amen oc ck ensaee 87 


Ne. A DP - sypemngl Re 


Butten’s Pattern. 
WO, OG iiccseticcsess CW 


TR. © OOMa cccabescescs 74 
Deuble Duty, Ne. 108...... 5s 


POINTS, GLAZIERS’. : 
Mo. 1, 3. and 3..per des. pkgs. 5c 


POKERS, STOVE. 
rt Steel, str’t or a, 


Nickel Plated, — 
eandles ......... 


oz. $0 75 
ct) 1 1¢@ 


POKERS, FURNACE. 


TA oc ccdiceecsesespccess BO ® 
PULLEYS. 
Furnace Tackle.....per dos. $0 60 
POF GFOGB cccccccccccccee 6 OO 
bs Screw (en- 
cased) ...per dos. $0 85 
Ventilating Register. 
Per GToOse ....ceeeeeees --$9 00 
Small, per pair........... 0 80 
Large, per pair........... 0 50 
PUNCHES. 
Machine. Each. 


Vv. & B., No. 11-18, 1% x6..86@ 19 
Vv. & B., No. 90, %x9..... 27 


V. & B., No. 10, %x10.... 29 

Vv. & B., No. 1-6, %x6.... 12 
Center. 

Vv. & B., No. 60, %x4.....% 14 
Belt. 

Vv. & B., No. 101-108......30 24 

V. & B., Ne. 108-109...... 33 

Vv. & B., Ne. 26, ass’t..... 3 80 
Samson Line. 


No. 1 Hand (Doz. lots or 


erro 40% 
No.2 Hand J3 doz. lots 
-Less 40 & 6% 
No. 4 Hand | 6 aos. lots or 
ore...Less 50% 
ham Shen, Son. 6% 
ots...Less 
No. 8 Bench) poz. ‘lots or 
more...Less 40% 
Extra Punches and Dies fer 
Samson: 
No. 1 Hand {Less than doz. 
lots....Less 25% 
No, 3 Hand pos. Tots, 
33%% 
No. 4 Hand 43° doz. lots, 
--.Less 40% 
No. 3 Bench | 6 om. lots 
or more 


Less 40 & 10% 


PUTTY. 


Copmnevetat Putty, 100-Ib. 
MARS wc ccccccccccccccc ccc cGO OS 


QUADRANTS. 


Malleable Iron Damper......16% 


FLOOR REGISTERS AND 


BORDERS. 
Se Ge sesacacecunes --20% 
Steel and Sem!-Steel. sores B8%% 
Basebeare .cccccccss hexena 33% % 
Adjustable Ceiling 
Ventilators ..........+++-38%% 


Register Faces—Cast and Steel 


Japanned, Seeneee and Plated. 
Re ag: 33%% 

Large Regist ~ Faces—Cast, 
ae QO TERES. . ccccvccc re OG 


Large Register Faces—Stee!, 
tact4 WS GeeBecccevcvveses 


ROOFING. 
Per Square 
Best grade, slate surf. prep’d$1 86 
Best tale surfaced......... 2 20 
Medium talc surfaced...... 1 50 
Light tale surfaced........ 96 
Red Rosin Sheeting, per ton $72 00 


ROPE. 

Cotton. 
Sisal. 

Ist Quality, base......... 13%c 

Be @ .ctdsahee jhbeetwaeeice 12%c 
Manila. 

lst =m standard 

EG 5: c%0'ss oS g.n.s 2 c8ees 15%c 

ek DP lewtetess bawteccayeeed 14%c 

Hardware Grade, per Ib..... 12%ec 
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SAWS. 

Butchers’. 
Atkins No. 2, 14-in......$12 76 
- Ne. 2, 18-in...... 14 30 
- Ne. 7, 16-in...... 15 86 
” Neo. 2, 223-in...... 18 92 
™ No. 7, 20-in...... 18 06 
- No, 7, 24-in...... 20 20 
- No. 7. 28-in...... 223 85 

Compass. 
Atkins No. 2, 10-in.....$ 5 45 


5 

= No. 10, 10-in..... §& 60 
“ Blades, Ne. 2,18-in. 3 35 
io “ Ne. 2,10-in. 3 36 


Cress-Cut. 
Atkins Mo. 221, 4 ft......$38 03 
” No. 221, 6-ft...... 4 45 
” Neo. 221, 8-ft...... 6 67 


Hand. 
Copper Burrs only........... 30% 
= No. 96, 2@-in...... 
Hand and Rip. 
Atkine No. 64, 
No. 64, 

” No. 638, 

? No. 63, 

- Ne. 63, 

» No. 63, 

* Ne. 638, 


Keyhole. 
Atkins Ne. 1, 
ves No. 2, 


Miter Box. 
Atkins No. 1, 4x20......$32 65 
- No. 1, 6x22...... 38 00 
- No. 1, 6x28...... 423 20 


20-in......$19 50 
26-im...... 24 40 
16-in,..... 18 10 
20-in...... 32 90 
24-in...... 26 60 
28-in...... 31 46 
804in...... 34 16 


complete... $3 10 
complete.. % 70 


20, 12-in.... $ 8 45 
10, 16-in.... 18 15 


No. 


Atkins 
iT) No, 


Wood. 
Atkins \ Tv ccsscoscee 3 
pos BBiccccccees 8 VE 
. 906. —e F 


= No. 1609...... «+. 16 66 


SCRAPERS. 


No. 6, six blades each.... 25c 


Floor (Stearns). 
No. 10, each 


SCREEN DOOR HINGES. 


Cast FFB .cccccces -erges $18 00 
Steel ....... ecseesee 9 60 


SCREWS. 


H. Bright .....cceceees 80% 
H. Blued 
BH. Japa .ccececccseess Th 
H. Brass ++0078% 
H 


. Brass 


a 


Sheet Metal. 
No. 7, %x %, per gross.$@ 55 
No. 10, %x3/16, per gress. 76 
No. 14, %x %, per gross. 96 


SCREW DRIVERS. 


Unele Sam Standard Head. 
3 inches, each...... cooe eS 
6 inches, each........... 63 
8 inches, each..........- 68 
12 inches, each..... coccee 2 @ 


Uncle Sam Insulated Head. 


3 inehes, each...........8 49 
6 imehes, each........... 57 
8 inches, each........... 76 
ee ere 114 
SETS. 
Nail. 
Vv. & B. 
Ne. 100, in cardboard 
bexes ........-....d0s. $1 565 
Ne. 100, in wooden boxes, 
coscesecceonccososn GR 3 @& 
Ne. 380, assorted. ....dosz. 39 
Ne. 6, in qneghensd boxes, 
6o6evuneddeaceees doz. 1 36 


Ne. 6, in " weoden Bogen, 
Rees =~ 
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Rivet. 

Vv. & B. 
Farmers ..... Serr | | 
Timners@ 3-4 .............. 8 


+t) 
40 
- ) et SEE 
Saw. 
Atkins Neo. 10@....per doz. §g 9 
- Ne. 13.... 4 € m 


Per Bea 

Mickel Plated, Straight, 6” $13 %% 
™ 14% 

o o o 8” 16 8 
Japanned, Straight ....6” 11 9 
“ a ooo tT” 189 40 
«+B? 18 Bo 


Viking 
Lennox Throatless, 
Me. 8B scccccccevces sone e BER 
Shear blades............. -10% 
(f.0.b. Marshalltown, Towa.) 


Peerless Steel Squaring. 


Foot Power. 
No. 1—80”, 18 ga. cap......15% 
No. 2—36”, 18 ga. cap......16% 


No. 4—52”, 18 ga. cap......164 
No. 10—120”, 22 ga. cap...15% 
No. 4A—52”, 16 ga. eap....15% 


Cast Iron Foot Power. 
No. 01, a 18 ga. 


15% 
Power Drive 
(No. 100 Serten, 2 Shaft Drive.) 


No, 142—42”, 18 ga. ecap....15% 

(No. 200 Series, 2 Shaft Under 
neath Drive.) 

No. 242—42”, 14 ga. cap...15% 

(No. 800 Series, 3 Shaft Under 
neath Drive.) 

No, 842—42”, 10 ga. cap....15% 

No. 372—72”, 10 ga. cap....15% 

(No. 600 Series, 3 Shaft Under 
neath Drive. 

No. 596—96", 16 ga. cap...15% 

(No. 600 Series, 3 Shaft Under 
neath Drive.) 

No. 6120—120”, 3/16” cap. .18% 


SHINGLES. 
Per 


uare 
Zine (Illinois) $is # 


SHOES. 
Milcor. 


Galv. Std. Gauge. Plain or 
corg. round fiat crimp...65% 


26 gauge round flat crimp. .40% 
24 gauge round flat crimp. .10% 
Conductor .....eeeeeeeeee oo 65% 


SHOVELS AND SPADES. 
Coal. 
Hubbard’s. 
Neo, A B Cc DB 
1 $16 6@ 18 10 14 46 187 
2 16 35 15 66 14 85 141 
3 16 75 16 60 16 26 14 4 
4 1710 18 85 16 60 14 # 
Post Drains & Ditching. 
Hubbard's. . 
Size A B e 
14” ......$17 15 $16 40 $15 6 
16” ...... 17 50 16 75 16 0 
18” 17 85 1716 16 8 
20” ...... 18 20 17 45 
22” 18 65 17 80 
Alaska Steel. 
D-Handle .... 
Long Handle ...... 


per des. $3 6 
8 


SIFTERS. 
Genuine Hunters, d0z....--- $2 be 


SKATES. 
Ice, Men’s and Boys’. 


er Pair 
Key Ciamp—rocker—bright 1 
fin 


eeceeceeeseeeerses 


seers eseeeeer® 


Stee] ..cccccsccerceser® 
Key *“Clamp—Hockey 7 
Skate outfits pehene cone 
Women’s and Girls 


__— 1 
% Key Cgmo~see os 13 


Ice Skate outfit ....--+++* Ly 
Roller. 
Ball Bearing—Boys’ ..--: ¥- . 


Ball Bearing—Girle’ ..--- 





5% 
15% 


lll ll lel eceoeonaHefelhlCUc UWlClC TOlUCS 
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GARDEN TOOLS, GENERAL AND BUILDERS’ HARDWARE, 
MECHANICS’ TOOLS, CUTLERY, GUNS, AMMUNITION, 
SPORTING GOODS AND FISHING TACKLE. 


O's: long experience in serving thou- 





sands of hardware dealers has given 

us an unusual ability to judge what 
brands of goods give the dealer and his 
customers the most satisfaction. 


We handle a good variety of makes at dif- 
ferent prices—always carefully selecting 
those brands which are the best in their 
class no matter what their prices may be. 
When you order from us you can be sure 
of getting quality goods at right prices— 
prices which enable you to retail the stock 
at a good profit. 








BULLARD @ GORMLEY CO. 


Wholesale Hardware 
54-62 East Lake Street 
CHICAGO, ILLINOIS 














Haven't you had customers 


ask you for a good varnish? 


AND did you have to tell them you didn’t sell 
varnishes? 

Most hardware stores carry a line of paints and 
varnishes and you can, too. 

Ar-Ki-Teck Spar Varnish is the ideal brand of 
varnish for the hardware dealer because the one 
grade is suitable for all purposes. 

It’s the one high grade varnish you can sell your 
customers with assurance that it will give the ut- 
most satisfaction no matter on what kind of job 


they use it. 


If you will send us your name and address we will 
be glad to tell you in detail how you can sell 
Ar-Ki-Teck Spar Varnish now with good profits. 


J. B. Cornish &8 Company 


Northeast Corner State and Lake Streets 











EXT EF R 1 
LB.CORNISH 8 Co, | 






















We will send you a large attractive four-color 
ow ee display care, e Sonn -omee weatew yy C h ° i] li is 
also a supply of interesting bookle or dis 
trivution to people in your district. Ask us about cag 0, no j 
them TODAY, 
—S—S 








_— 
— ~~ 





SNIPS, TINNEES’. 


Clover Leaf ...cccces -.-40 & 10% 

a eer 40 & 10% 

Gt. ‘knoe cebecnsacdpneavha ven 50% 

SNE -ccnbesceddoccbe sooeeees Net 
SQUARES. 

te Se GS Khbccesicacens Net 


(Add for bluing, $3.00 per doz. net) 


TE scecsccecocec pecceccseceee ™ 
Try and Bevel.... ceccccee ~ 
Try and Mitre........ ecnnns = 
WORG scoccccesess per doz. $6. 00 
Winterbottom’s ........... 10% 
STAPLES. 
errr per Ib. 21c@22c 
Butter, Tub ...... “  16@19c 
Fence— 
Pelished ......0¢ per 100 Ibs. we % 
Galvanized ..... 
Netting. 
Galvanized ...per 100 Ibs. $6 54 


Wrought. 
Wrought Staples, Hasps and 
Staples, Hasps, Hooks and 


Staples, an Hooks and 
CE nc cnccenccednd 50&10% 
. TO snwsecessasess 35% 
STONES. 
Axe. 
Hindustan .- per lb. New Nets 
More Grite .... - - 
, = - 
Emery. 
No. 126.......per doz. New Nets 
Oil Mounted. 
——- Hard 
Fe .Per doz. New Nets 
AE Soft. 
Washita No. 717 “ - 
Oil—Unmonunted. 


Arkansas Hard per Ib. New Nets 
Arkansas 08? 


Lily White. o o 
Queer Creek... nad o 
a es ” = 


p nmag g TIES * e 
BAEEEID™ 9 66005 - “ 
Extra Quinine 

ae Pee = 
Red End ...... ” - 


STOPS, BENCH. 
+ = = Morrill pat- 

. --per doz. $11 00 
No “it Stearns Ppat- 


gieneeesens ” 10 00 
No. 6 Smith pat- 

$4 dinkese nes - 7 00 

STOPPERS. FLUE 
COMAMGR. ccccrverecs per doz. $1 10 
. _. te Sib Rae ws 1 10 


Gem, flat, No. 3.... > 1 00 


STRETCHERS. 
Bullard’s errr per doz. $3 90 
Wxcelsior ........ as 5 25 
Malleable Iron .. “ 70 
Perfection ....... <e 6 30 
ae are - 4 60 

bat a El 
q wood, No. 1 er d N t 
oO. 8. El woed, No. 2” _——* 
SWIVELS 
Malleable Iron ..... per Ib. $0 10 
Wrought Steel ..... pergro. 4 50 
: TACKS. 
Bill Posters’ 6-oz. 25-lb. boxes 
8 Perret ay fe 
Upholsterers’ 6-oz., 25-lb. 

Se Oe Misvenceccsens 16%e 
TAPES, MEASURING. 
Er “ee: ‘daade rues List & 40% 
THERMOMETERS. 

Tin Case....per doz. 80c & $1 25 
Wood Backs “ 200 & 12 00 
nD. «60% ” 12 00 
TIES. 
Bale. 
Stnate Loop, carload 

nanege bead saan o-e 5& 7% 

Single pee. jess than 
GE BOD cwccvcvcence 70 &15% 





TRAPS. 

Mouse and Rat. Per Gross 
Sure Catch Mouse Traps.$ 2 10 
Vim Mouse Traps....... 2 10 
Short Stop Mouse Traps. 1 80 
Wood Choker Mouse 

Traps, 4 hole.......... 10 26 


Sure Catch Rat Traps. 
Dead Easy Rat Traps. 1 00 
Packed in One Bushel Band Stave 
Baskets. 
List per Bushel 
Sure Catch Mouse Traps 


(360 Traps) ........++-- 25 
hort Stop Mouse Traps 
(360 Traps) .......... 50 
Sure Catch Rat Traps (54 se 
Short Stop Rat Traps (64 
BURG cccsecucseseccs sce 8 28 
Assorted Mouse and Rat Traps. 
List pes Bushel. 
Sure Catch (216 Mou 
Traps and 26 Rat Traps) $4 90 
Short Stop (216 
Traps and 26 Rat Traps 4 25 
TROWELS. 
Cement. 
REED TW. Becccscecices $19 50 
” RS, Oe ee ae: 25 50 
TWINE. 
White Cotton. 
Eureka, 4-ply ...... per Ib. 30c 
Jute. 
3-ply and 6-ply Bale Lots 22%c 
VALLEY. 

BEMCOE ccccccccccccccccocces ° 
Galv. formed or roll......... 60% 
VENTILATORS. 
Standard .......ssee8. 30 to 40% 
VISES. 

No. 700 Hand, 
Inches .... 5 5% 
Doz. .....$11 15 18 00 14 85 
No. 701. In. 4 5 6 
a $11 15 13 00 16 70 
No. 1, Genuine Wentworth, 
Noiseless Saw. -per doz. 9 25 


No. 3, Genuine Wentworth, 
Noiseless Saw per doz. 12 75 
v 500, All Steel Poldin 


No & 
OR agg ob tnaean per doz. 16 00 
WASHERS. , 
Over % in. barrel iots 
per 100 = pedessecnceee $6 25 
Tron and § 
In. 5/16 


% 5% % 
10%ce 9%e Te 7% 7 2/5c 


WEATHER STRIPS. 
Metallic Stitched. 


a Uke Me Ge Bic cccccces $1 80 
Th Gis MOP BOO BE. ccccccce 
Wood and Felt. 
Th Bg DOP BOO Bccciccics $1 66 
% in., per 100 ft......... 1 56 
WEIGHTS. 
PE ccccsscssaes per lb. Nets 


Sash—f. o. b. Chicago 
Smaller lots, per ton....$47 50 


WHEEL BARROWS. 


Common Wood Tray. 88 76 
Steel Tray, Competition. . 4 50 
Steel leg, garden........... 6 00 
WIRE. 
Plain pamentes wire, No. 8 
en: acscecsb teehee $3 70 
Galvanized ‘bash wire, per 
DG: * dcrenanebseamevhas 10 
Wire cloth — Black a 
12-mesh, per 100 sq. ° 35 
Cattle SR Em, 
catch weight spool, per 
Sere rrr 
Galvanized Hog Wire, 80 aa * 
spool, per spool........... 98 
Galvanized plain wire, No. 9, 

DEP. Bee GM ccrecstecceees 15 
Stove Pipe, per stone....... 1 10 
WooD FACES. 

50% off list. 
WRENCHES. 

Coes Steel Handle, 6-in...40-10% 
” - - 8-in. .40-10% 

Ms ni 10-in. .40-10% 
i ” = 12-in. .40-10% 
Coes Knife-Handle, 6-in..40-10% 
wes - oe 8-in. .40-10% 
<4 _ ” 10-in. .40-10% 
™ vs e 12-in. .40-10% 
Coes All Patterns......... 40-10% 
WRINGERS. 

No. 790, Guarantee per doz. $49 60 
No. 770, Bicycle 47 00 
No. 670, Domestic - 43 50 
No. 110, Brighton sa 39 00 
No. 750, Guarantee Ms 51 00 
No. 740, Bicycle ™ 48 50 
No, 22, Pioneer = 35 50 
No. 2, Superb “ 25 50 
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